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Storm-Proof Door Hangers 
That Last 

















Comparatively few door hangers can boast of as 


long service records as NATIONAL. 


After many years in daily use, NATIONAL DOOR 
HANGERS may be found still giving the same de- 
pendable service, whereas in the meantime other 
hangers have ceased to function and have been rele- 


gated to the scrap heap. 


The difference lies in NATIONAL’S vastly superior 
construction. In the first place, they are made of 
heavy gauge steel with both connecting strap and drop 
strap reinforced with heavy embossing. 


Then we pay great attention to scientific details, 
principal among which is the Flexible Hinge Joint 
which eliminates vibration and which protects the 
door from breaking by giving it “‘play’’ should any- 
thing bump against it. 


NATIONAL DOOR HANGERS are made to last 
and they do. And because they last, and last, and 
last,—they sell, and sell, and sell. Dealers handling 
National Hardware realize big turnover, and we help 
you to more profit by supplying you direct. 


Send us your requirements 











National Mfg. Co. 


STERLING, ILL. 


Storm-Proof Rail 
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Motor Cars Are Being Used More and More the Entire Year 
Round and the Hardware Man Has a Great Opportunity 


sories to be sold in the winter 
than in the summer. 

That’s a fact. 

Of course there are not as many 
cars to sell them to but it’s surpris- 
ing how much business the aggres- 
sive dealer can do when snow lays its 
blanket on Mother Earth. 

Convenience and comfort in winter 
motoring demand many things that 
the summertime user can do with- 
out. Added to the long list of tires, 
oil, spotlights, jacks, pumps, spark- 
plugs and every other all year need 
are such special requirements as: 
blankets, tire chains, wood alcohol, 
non-freeze compounds, gloves, steer- 
warms, heaters, radiator covers, cur- 
tains and repair material and tow 
lines. 

And there are others that you can 


T HERE are more motor acces- 


think of. These profit carrying lines 
flourish when the weather is bad and 
open wide the opportunity door to 
the dealer who is not content to 
think the season is over when the 
leaves turn golden and “the frost is 
on the pumpkin.” 


The Cold Weather Autoist 


The number of folks who are us- 
ing cars in cold weather is growing. 
3usiness men realize that as an in- 
vestment it pays them to get service 
from their car not only nine months 
a year but from January 1 to Decem- 
ber 31. And as a convenience more 
folks are finding it difficult to put the 
car in storage when the weather is 
bad. People who have used their 
machines so they could drive out a 
short distance and see friends and 
relatives are loath to abandon that 
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praccice Just because the weather is 
ic.ement. ‘Lhe tendency is to get 
iwelve months service from cars and 
not part time value. And all this 
means business for the hustling ac- 
cessory dealer. 

The professional 
Lusiness machine is in 
ill the time. Doctors 
cars buck the worst roads. Contrac- 
need their runabouts to cover 
several jobs. Trucks take Christmas 
s oods on deliveries as well as Fourth 
of July purchases. 


man and the 
commission 
make their 


fors 


Educating the Car Owner 


If | accessories I think I 
would do a little missionary work 
in educating folks to the possibilities 
of enjovment in using their cars 
when the weather is uninviting. 
t:urely a car is needed then if it ever 


sold 
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is. Street cars are not desirable 
and walking is not pleasant. If ever 
a car earns its keep it is when the 
weather makes a car most needed. 
In this campaign of education | 
should employ my windows and store 
aisplays. I would show those things 
that make it easy to ride all the year 
round. I would talk about them 
and the newspapers would carry my 
advertising preaching comfort and 
enjoyment in winter motoring. True, 
the other dealer might benefit if he 
did not go in with me, but I would 
get my share of the harvest and it 
is very possible that my enterprise 
night arouse him and he would join 
in the campaign which would tune 
ip sales for all of us. 

I would supplement such a plan 
by going directly to the folks who 
should use their cars during the win- 
ter. Such a list would be made up 
from the license records and take in 
every business man, all professional 
men and those who own the better 
class of cars and can well afford to 
equip them for winter operation. To 
such a list I would send a letter 
something like this: 


Mr. George Putt, 

Merchants Publishing Co., 
Kalamazoo, Mich. 

Dear Mr. Putt: : 

As a business man you appreciate 
the fallacy of idle investments. Ma- 
chinery in your plant must function 
every day in the year or prove an 
expense. Deteriation and deprecia- 
tion goes on whether the machinery 
does or not. 

Your automobile does not rest 
while it is jacked up in the garage 
during the winter. You will wear it 
very little more by using it. 

Think of the comfort and conveni- 


ence you can have in calling on your 


car when you need it most. Street 
ear service is never adequate in win- 
ter, walking is a task that takes too 
much time and effort. The car is the 
safe, certain and pleasant means of 
transportation. 

And you can use your car in per- 
fect comfort. A heater will keep it 
warm. Steer-warms will make the 
wheel inviting. Chains will make 
your car safe and blankets will pro- 
tect you. 

Do you walk home with your 
family or crowd into a street car 
after the theater? Do you plow 
through the snow on your way down 
to work? Do you waste time getting 
around on business calls? There is 
no need to do so. We can equip you 
at a small outlay to get the maximum 
service and enjoyment out of your 
car when King Zero is on the throne. 

Drive down and let one of our 
salespeople tell you just what is 
needed to make your car an all year 
car. We will help you get the proper 
equipment and fit your machine to 
perform your tasks just as you want 
them done. 

What’s the use of having a car and 
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then not having it when you need it 
most? 
May we help? 
Yours for Motor Convenience, 
THE EDWARDS & CHAMBERLIN 
HDWE. CoO., 
A. B. TEALE, Retail Manager. 

That might be supplemented by a 
small folder which would invite us- 
ing one’s car in cold weather and 
show small illustrations of some of 
the accessories I had to sell. The 
manufacturer would furnish the cuts 
for these folders and I would have 
enough printed to hand out in the 
store, wrap in packages and to in- 
close in the mailing of this special 
list and with my monthly statements. 

There is a great deal in mental 
attitudes. That dealer who consid- 
ers that business stops with the com- 
ing of cold weather will find tha: 
business really has stopped to a large 
extent. The other type who thinks 
of new chances to sell special arti- 
cles will find those chances. Quitting 
mentally is preliminary to actual 
quitting. Folded arms won’t find 
much to do but busy hands can find 
new tasks each day. Make up your 
mind that there is good business for 
you in the winter on motor needs 
and there will be good business. 


HANDLING TOYS A 
GOOD ADVERTISEMENT 


TARPON SPRINGS, FLA., 
Aug. 9, 1920. 
Editor HARDWARE AGE, 
New York City. 
Dear Sir: 

Replying to your letter asking for 
an article regarding our experience 
in handling toys, will say that we can 
report as follows: 

Up to three years,ago this store 
had never handled toys; either for 
regular stock or during the holiday 
season. There was much ridicule on 
the part of the former owners of the 
store which we had only recently pur- 
chased, but we decided to go ahead 
and try out the proposition. We 
placed the department in the most 
prominent place in our store and 
mixed into it such articles from reg- 
ular hardware stock as might also be 
adapted for Christmas presents, such 
as cutlery, silverware, electric uten- 
sils. We placed a good display in the 
show window and showed nothing 
else there during the ten days pre- 
ceding Christmas. We advertised 
our store as being headquarters for 
holiday goods and promulgated the 
idea in every way. This last year 
we went still further, and hired a 
Santa Claus who was advertised to be 
at our store the day before Christ- 
mas, and we advertised that he would 
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distribute candy free, and interview 
any boy or girl who came to see him. 
The result was that every kid in 
town under eight years came.to the 
store, and in most cases brought the 
parents along. We had a good trade 
on toys and had very few left. over 
unsold, but we wish to make the 
point that we sold a large amount of 
merchandise outside the toy depart- 
ment, as a result of the visitation to 
our store. Even if we made no profit 
on the toy department itself, we be- 
lieve the handling of them is good 
advertising, and we believe that any 
store, after giving the proposition a 
trial, would reach the same conclu- 
sion. Respectfully, 
G. E. NoBLIT HARDWARE COMPANY. 
(Signed) Chas. C. Barnum. 


INCREASED OUR SALES 
IN ALL OTHER LINES 


NEw BERN, N. C., Aug. 7, 1920. 

Editor HARDWARE AGE, 
New York, N. Y. 
Dear Sir: 

In reply to yours of the 5th inst., 
we are glad to write you a letter as 
per your fourth paragraph. 

We are glad to state that we began 
handling toys Xmas, 1916, and have 
handled them since that date to our 
satisfaction in every way. 

The writer was attending the 
Hardware Association of the Caro- 
linas at Chattanooga, Tenn., June, 
1916, and it was while there that he 
had the proposition of handling toys 
presented to him in a clear way by a 
concern who had a special line of toys 
on display. The toy order which the 
writer purchased at this time 
amounted to something less than 
$1,000, but this small start showed 
us that we could really do a good 
business with such a line. We, of 
course, made a good marginal profit 
on the toys, but in looking further 
into the matter we found that we 
increased our sales in all our other 
lines as well, for we had the pleasure 
of waiting on many new customers 
who had never been in our store, but 
who have been frequent purchasers 
since then. Our second year’s toy 
business more than doubled the pre- 
vious year’s record and we are very 
much gratified to say that our toy 
line has been very profitable and we 
are expecting to do bigger things 
this year than ever before. We pay 
more attention to the larger, more 
practical toys and the educational 
toys than to the 5c. and 10c. line, 
and we feel that in doing so we are 
keeping our business more nearly on 
a practical basis and have less wor- 

(Continued on page 102) 





Displaying Galvanized Ware Attractively 


How the Window Can Be Made to Command Attention by 
Tastefully Arranging Goods That Have Been Neglected 


the art of window trimming 

has probably been developed 
to a greater extent than during any 
similar period in the history of re- 
tail merchandising. Window. trim- 
ming is to-day listed in an import- 
ant place among the category of the 
commercial arts. 

In the past there has been in 
many places too much elaborate ar- 
rangement and display which has 
often produced a confused effect. 
The present tendency, however, 
seems to be to revert to a simpler 
and less pretentious arrangement in 
the display of merchandise of all 
kinds. A refined and sometimes al- 
most severe simplicity has of late 
characterized many very effective dis- 
plays of hardware, which have been 
especially noticeable and attractive 
in contrast to the elaborately dec- 
orated and embellished windows of 
the past. 

A photograph showing this ten- 
dency toward the simpler display is 
published herewith. It is a display 
of galvanized ware arranged in the 
window of Hoff & Bro., Inc., Reading, 
Pa. It shows how effective simplicity 
and taste in arrangement can be 
when displaying even such prosaic 
articles of hardware as galvanized 
pails, cans and sifters. It is another 
happy demonstration of the old say- 
ing that “it’s not so much what you 
do as the way you do it.” 


Value of a Clock in the Window 


In connection with this window 
display it is interesting to note the 
large clock in the window. Perhaps, 
in glancing casually at the picture, 
the clock would be the first thing 
that the average man or woman 
would be apt to notice. There is sel- 
dom a time during the day or night 
that a clock doesn’t attract attention. 
It may be only the quick, nervous 
glance of the busy man; it may be 
the leisurely, indolent glance of the 
man or woman only mildly inter- 
ested, for the time being, about the 
hour of the day; it may be the ap- 
praising glance of the man afflicted 
with the mania of comparing his 
watch with every clock he sees, or it 
may be the glance of the shopping 
housewife who looks to see how much 
time she has left before the hour 
beckons her to prepare the evening 
meal. 


D ite a the past two decades 


Consequently it is as much of a 
business asset as it is a matter of 
convenience to have a clock in a re- 
tail window. A clock is as common- 
place as a magnet, but few eyes can 
resist a clock any more than wire 
nails can resist the attraction of the 
magnet. The argument will proba- 
bly be submitted that if a dealer has 
a clock in his window, people will 
glance at the clock and overlook en- 


where, where traffic is often con- 
gested, and where it is necessary for 
pedestrians to watch cautiously 
where they are walking, it taxes all 
the ingenuity and inventive arts of 
the window trimmer to arrange a 
window display that will win more 
than a passing glance. So, naturally, 
anything that can be used directly or 
indirectly as a means of attraction to 
the passing eye is considered not only 

















When you look to see the time you instinctively look at the 


tirely the goods on display. That, of 
course, is a matter for the window 
trimmer to decide. If it is a dull and 
uninteresting display there is little 
that will be able to attract attention 
to it. 


Plus Sign of Attraction 


An affirmative argument can be 
submitted, however, that if there is 
a clock in the window it will attract 
a certain proportion of attention that 
otherwise would in all probability be 
lost. Many enterprising dealers in 
various lines recognizé this fact and 
paste photographs or clippings of 
local or general interest in one cor- 
ner of their windows so as to induce 
people to stop, believing that by so 
doing interest will be indirectly 
aroused and directed to the displays 
of merchandise in their windows. In 
large cities, perhaps more than elge- 


73 


goods displayed 


legitimate, but one of the funda 
mental requisites for a successful 
display. It is the plus sign of attrac- 
tion. 

The effectiveness of the display of 
galvanized ware in the Hoff & Bro. 
window may not, perhaps, seem at 
once apparent. The spacing between 
articles has a great deal to do with 
it, and more particularly the use of 
the two stands; one in the center of 
the window and the other in the left 
background. The two stands break 
the monotony and add materially to 
the general appearance of the dis- 
play. In the background the inside 
of the tubs which ordinarily could 
not be seen in the position of the 
window that they occupy, are turned 
up so that the bottoms on the inside 
may be seen, which also has the ad- 
vantage of furnishing something of 

(Continued on page 102) 





Suggestive Fall Windows for Dealers 


Showing the Retailer How to Utilize His Window Space 
to the Best Advantage for This Season of the Year 


ry HE pictures that appear on 
it this page and the following 

one are the suggested win- 
dow displays for hardware dealers 
and are contained in the booklet 
which is published by the Oneida 
Community, Ltd., of Oneida, N. Y. 
The suggestions cover periods of 
two weeks each from October 4 
until Christmas and embrace many 
lines of hardware that every dealer 
has in stock. The idea is to make 
the windows as seasonable as possi- 
ble and also to show only such win- 
dows as merchants in almost any 
town can duplicate without extra 
effort or expense. 

Besides the window displays the 
Oneida people have gone to the 
trouble of helping the hardware 
man do his thinking in such cap- 
tions as these, “For Miles Around 


Your Store, Farmers and Their 
Wives Are Thinking About These 
Supplies.” And then follows the 
list of articles, the most of them 
appearing in the display from Oc- 
tober 4 to 16 inclusive. 

Statistics on furs are given in the 
booklet in connection with the trap 
window. Over the suggestion for 
November 1 to 13 inclusive is this 
remark, “Keep your windows look- 
ing forward—not backward” and on 
the next one “Take Especial Pains 
With Your Thanksgiving Window. 
It Helps Your Christmas Sales, 
Too.” Over the toy window is the 
caption, “The Children of To-day— 
Your Customers of To-morrow.” 

Perhaps the first thing about the 
booklet that impresses the reader is 
the fact that the company has not 
devoted the entire booklet to for- 


warding its own products but has 
been broad enough to suggest all 
lines that are seasonable and the 
value of the entire proposition lies 
right in this fact. Dealers have 
more confidence in the suggestions 
because of this broad-mindedness 
than they otherwise might. It is a 
most progressive step for a big 
manufacturer and it is certain that 
it will be followed by other pro- 
gressive concerns. 

In connection with the toy win- 
dows they have divided it so that 
one list is for the children who live 
where there are winter sports while 
another list covers toys that chil- 
dren who live in the “land of sun- 
shine” most desire, and a third list 
tells the toys that sell everywhere. 

The windows can be copied almost 
to the last detail. 
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Electric goods, flash lights, vacuum cleaners, electric heaters, two-way plugs and other goods in this window 
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Butcher knives, 
cleavers, meat saws, 
kettles, scales, food 
choppers and steels 
are combined in the 
window shown at 
the right. In the 


center picture are 





traps and guns. 
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At the left is an ex- 
cellent and practi 
cal toy window. 
Dolls, sleds, wheel 
toys, mechanical 


toys, skates, magic 





lanterns and small 


toys are shown. 














“Talking Turkey” About Carving Sets 


“You Furnish the Turkey——-We'll Furnish the Carvers” 
and Many Other Timely Ideas for Thanksgiving Ads. 


Can you not well remember, long 
years ago 

How your blood would tingle at a 
four finger throw? 


WE HAVE THE VERY BEST 
CUTLERY 

Whether it’s a knife for the lad, 
or a razor for dad. 


HIS is the way E. C. Keyser & 
Co., Chicago, called attention to 
their cutlery line. In the fore- 
ground of their window was a big 
packing box, beside which were 


kneeling a couple of lads—models 
borrowed from a local clothing store 
—playing mumble peg, and on the 
box was painted the verses mentioned 


By W. B. STODDARD 


adjunct to the cutlery line. With 
the advent of the safety razor self 
shaving has increased a hundred fold. 
There are safety razors ranging in 
price from as little as a man can 
spend to as much as he can afford. 
Then, too, there are complete shav- 
ing outfits which make excellent 
masculine gifts. 

With half of young America either 
shaving regularly or rapidly ap- 
proaching the shaving age, the line is 
well worth giving effective publicity. 
In selling the safety razor it is im- 
portant for the salesman to know 
how to deftly handle it himself. He 
should be able to explain every opera- 
tion to the prospective customer and 
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Silverware and carving sets with background of casseroles and percolators 


above. Suspended over the box was 
a cork ball stuck full of jack knives. 
On three panels covered with black 
velvet were shown pen knives, jack 
knives and hunting knives in wide 
variety, while at one end was a bench 
on which were shown a number of 
shaving outfits, both the open face 
and safety razors, mirrors, mugs, 
straps, etc. 

Speaking of razors, how many 
hardware men are getting as much 
business as they should of this line? 
And yet they form a very important 


to conclude with “I’ve shaved myself 
with a razor of this kind for a long 
time and it works like a charm. 
You’ll find it easy to handle—and if 
you ever have any difficulty just drop 
in and see me.” Such a line of talk 
is calculated to impress the customer 
with the ease of the operation—and 
to invest in one of the cheaper va- 
riety, at least. Once he has tried it 
and found it satisfactory he will be 
coming back for one of a better 
grade. 

In planning a razor campaign of 
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course there should be an attractive 
display of shaving goods with ap- 
propriate cards. One that gained 
considerable attention recently was 
staged by the Tullis Hardware Co., 
Montgomery, Ala. The display was 
floored with white. Ropes of ivy ex- 
tended entirely across the back- 
ground, and two large potted palms 
gave it afresh appearance. In semi- 
circles around the window, each on a 
separate easel, were a series of cards. 
The first showed a razor strop and 
picture of a man shaving himself. 
This was headed “Everyone can af- 
ford a clean shave when they can buy 
a strop for 29c.” Another was en- 
circled with a score of Blank blades, 
with a card “With each of these 
Blank razors we will give a brush 
free.” Scattered through the win- 
dow were boxes of strops, standard 
and safety razors, hair clips, scissors 
and brushes. 

But to go back to the initial para- 
graph, while many hardware men 
might not care to single out razors 
to advertise so prominently, there is 
no doubt but that they should find a 
place in every well assorted cutlery 
stock. And this is THE period when 
cutlery should be brought to the 
front. During the months of No- 
vember and December every mer- 
chant should both figuratively and 
literally “talk turkey.” It is the sea- 
son when the turkey becomes the 
great national fowl, and in order to 
properly prepare it for roasting 
sharp knives, of good quality steel, 
must be used; while when it is 
brought to the table a carving set 
is a prime requisite in dishing up the 
royal bird. There is nothing like a 
catchy display for bringing these 
facts to the attention of the heads 
of the household. 

An excellent example of this was 
the display of Koenigs, Newark, N. J. 
On the light wall was shown a placque 
with game bird attached. Down on 
the floor was a big turkey, with 
hatchet laid against him. The floor 
was covered with folds of gray silk, 
and here were shown a number of 
carving sets in boxes. A tall vase 
of etched copper held poppies of scar- 
let and gold, and piled up at one side 
were boxes of safety razors and sev- 
eral sharpeners, a card suggesting 
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Refrigerators and the sign—“You furnish the 


“Sharpen your Gillette biades with a 
twinplex sharpener.” 


Don’t Forget Refrigerator Sales 


Ottenheimer Bros., Baltimore, Md., 
was another big hardware firm that 
talked turkey very effectively—and 
likewise called attention to many of 
the kitchen conveniences necessary 
for effective preparation of the holi- 
day feasts. The window display was 
floored with black velvet, while from 
the ceiling hung long garlands of red 
and yellow autumn leaves. In the 
center was a refrigerator on top of 
which was a card “This refrigerator 
will keep your holiday meats, fruits 
and vegetables fresh and sanitary.” 
Beside it was the large cut out of a 
turkey in which a dozen knives were 
inserted and a card at the base, 
adorned with a picture of Uncle Sam, 
read: “All of our cutlery is guaran- 
teed to hold its edge. We will replace 
any knife that fails to do so. Our 
guarantee is as good as Uncle Sam’s 
gold men.” Down front was a big 
card adorned with the picture of a 
turkey, which read: “You furnish 
the turkey—We furnish the guaran- 
teed carvers.” Within, the ceiling 
was festooned with multitudinous 
garlands of green paper, and down 
the main aisle there extended a row 
of tables on which were cutlery and 
other kitchen aids for preparing the 
Christmas feast. 

Parmalee-Dohrmann Co., Los An- 
geles, Calif., attracted much attention 
to their cutlery by their Kitchen 
Helps campaign. Their ad read: 


“JUST WHAT I NEEDED!” 
“So often you will hear this 


turkey—we furnish the carvers” 
exclamation in our Cutlery De- 
partment. It is wonderful what 
one dollar will do there. Before 
you start your preparations for 
the holiday feasts visit the 

Parmalee-Dohrman Cutlery De- 

partment on the mezzanine 

floor.” 

A similar card was placed in each 
of their show windows. In the de- 
partment itself there was a large 
cabinet backed with black felt, and to 
this was fastened a large assortment 
of cutlery, some of which, on account 
of its convenience and originality 
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made decidedly unique gifts. Among 
the novelties shown were: Fancy 
vegetable cutter, radish cutter, grape 
fruit knife, apple parer, boning knife, 
butcher knife, orange knife, aspara- 
gus knife, pineapple snip, oyster 
knife, bread knife, food chopper, 
berry huller, mincing knife, fish 
knife, butter quirler, pastry fork, pot 
scraper and ham slicer. The window 
display likewise carried a direct ap- 
peal. It was floored with a big green 
rug and backed with shirred curtains 
of gray. On polished wood pedestals, 
topped with circular boards covered 
with black felt were arranged table 
knives, jack knives, pen knives, and 
scissors, each with a card stating the 
price—each utensil having a range of 
several dollars. A serving table in 
the rear held a large silver meat plat- 
ter, on which was a papier maché pig, 
beside which was a bone handle carv- 
ing set. Scattered over the floor, 
each in a satin lined box, were a num- 
ber of carving sets, and in the fore 
ground was an art card: “CUTLERY 

Suggestions from our Silverware 
Department.” A _ tall lamp, with 
spreading silk shade, lighted at night, 
gave the finishing touch to the very 
attractive display. 

Watch Your Newspaper Ads 

Snappy newspaper advertising 
should preface any cutlery campaign 
and that of Ludlow & Squier, New- 
ark, is worthy of much favorable 
comment: 

“l’M KEEN ABOUT YOU” 
remarks the new carving knife 
to the turkey and the roast beef 


(Continued on page 103) 
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Getting the Householder to Buy Tools 


How the Hardware Man Can Make a Neat Profit by In- 
ducing Homebuilders to Own Their Own Repair Kits 


cause more “neighborly quar- 

rels” than any other’ two 
things, but borrowed tools are a close 
third. 

That’s not intended any other. way 
than seriously. You can confirm the 
statement out of your own experi- 
ence. For unless you are the rare ex- 
ception and have been vaccinated 
with the anti-borrowing virus, neigh- 
bors have stepped on your toes more 
than once through using and abusing 
the tools you prize highly. 

If they don’t give them more wear 
in a day than .you would in a month 
they simply appropriate them unto 
their own use and: you have to chase 
after them when there’s need for a 
saw, hammer, plane or rule. You 
own the tools but they use them and 
keep them. You foot the bill but you 
have all the inconvenience of borrow- 
ing and doing without. 

Just yesterday the Simpkins and 
Martin families entered a state of 
siege. It was evident when the little 
Martin boy stuck his tongue out at 
Esther Simpkins and called her a 
“dirty face.” And last night Mrs. 
M. was over and said she thought the 
Simpkins family the most unappreci- 
ative in the world. Of course th2 
wife had all the “dope,” and here it 
is: 

The Simpkins and Martin families 
haven’t a chick, and the children have 
gotten on famously. They have been 
the most peaceful of neighbors for 
the two years they have lived in the 
same block. But it seems that Mar- 
tin broke his hatchet a few weeks 
ago and since then has been borrow- 
ing the Simpkins axe. Before that, 
Martin had used the Simpkins lawn 
hose several times, had asked the 
Simpkinses to take care of the parrot 
while they were gone over Sunday 
and indulged in a full share of neigh- 
borly requests. But the axe was the 
last straw. Martin not only bor- 
rowed it, but he kept it—not for a 
few days but for weeks. Two or 
three times Martin had promised 
himself to buy a new hatchet or an 
axe, but it was a lot easier to keep 
possession of the Simpkins’ tool. Sev- 
eral times Simpkins had run over and 
borrowed back his needed axe, re- 
turning it because he was told by the 


or and chickens may 


neighbor that he hadn’t finished with 
it. 
When He Needed the Axe 

Well, yesterday morning the Simp- 
kinses got up at 5 a. m., intending to 
get an early start for a day’s fishing. 
There was no kindling wood for the 
kitchen range. Simpkins had to have 
his axe to split up some oak chunks. 
And the Martin family was peace- 
fully in bed. Simpkins tried to force 
an entrance through the cellar win- 
dow. But it was locked. He was 
obliged to rouse the Martin house- 
hold, and you can imagine the state 
of dispositions when the two met. 
Simpkins was thoroughly peeved over 
his early morning pursuit of an axe 
and Martin was totally disgusted 
over being routed out of bed. And 
the harsh words flew. And now the 
Simpkins family says that the Mar- 
tins are the most unappreciative in 
the world and the Martins say the 
Bolsheviki haven’t as much nerve as 
their neighbors. 

Ali of this is of interest to any 
alert hardware dealer. It is not fic- 
tion. It is not set down here just 
for the telling, but because it illus- 
trates a trait of human nature and 
points a way to increased tool sales 
that spell profit for the trade. 

It is our notion that not one family 
out of five has an adequate set of 
tools. What do you think about itf 
How many of your own neighbors 
are properly supplied with saws, 
axes, hatchets, planes, screw drivers, 
nail sets, levels, rules, etc.? Not 
many we will venture. Household 
tool chests are:a myth and a good set 
of tools owned by a homemaker is a 
rarity one may travel miles without 
finding. 

The possibility is plain. Every 
home in every town should have some 
new tool and most homes shou!d have 
many. If the hardware dealer could 
sell the tools the heads of families 
should buy this year he would come 
close to doubling or trebling his tool 
outlet. 


An Always Profitable Line 


Tools—here’s a line that commands 
a fine profit, it has the place of honor 
in the store, you are proud of every 
sale. you make but its nice fresh, 
warm sugared doughnuts to the holes 
in them that sales are not half as big 
as they might be, because no one has 
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started a real effort to sell the house- 
holder the tools he ought to buy. 

It’s a universal opportunity uni- 
versally neglected. We asked fifteen 
hardware concerns if they sold the 
volume they should for home use and 
they all said, “No, nothing like what 
we should sell,” and to the question, 
“Do you make any special effort to 
get this business?” came the same 
negative reply. 

One very fine concern says its tool 
business is good for a turnover of 
three times a year and admits it 
ought to double that mark. Another 
says “we put our efforts exclusively 
on developing machinists’ demand.” 
Still another says a window to catch 
the eye of the householder will dou- 
ble sales for three or four days, but 
admits it has few such windows. Still 
another hardware concern says “we 
have gone after the householder and 
find it pays but we have not done so 
consistently.” 

This is the plan that paid: 

The campaign to put a good set of 
tools in every home that could afford 
it was centered around the chest idea. 
Stress was put on the convenience of 
having tools and having them where 
one could find them. Stress was also 
centered on the desirability of being 
able to carry tools from one job to 
another. The chest idea gave a new 
angle to the whole matter. The ad- 
vertising and sales talk was not tell- 
ing the old story of tools but the 
new story of a chest. And where 
it was difficult to arouse enthusiasm 
for planes and saws and hammers it 
was easy to create desire and en- 
gender interest in a new, attractive 
and convenient chest. 


The Tcol Chest as a Trade Getter 


Recognizing the bargain instinct 
the chest idea was merchandised on 
the basis of a dollar discount on 
every five dollars’ worth of tools 
bought with the chest. And it worked 
big. The chest idea was the lure. 
It appealed to the man who had 4 
good set of tools and the one who 


-had a joke set and again to the one 


who had no tools at all. The win- 
dows were filled with chests, priced a 
little less than regular but still car- 
rying a nice margin. Sales were 
large, many popular sizes being ex- 
hausted and the tool buying was 
mighty brisk, sales for five days 
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averaging a gain of 160 per cent over 
normal, 

The newspaper advertising took 
full cognizance of the tendency of 
human nature to borrow tools and 
strong copy on “Own Your Own— 
Don’t Borrow,” “Give Your Neighbor 
Peace and Yourself Good Tools” was 
featured throughout the campaign. 
But, alert dealer, you do not need the 
details. The idea should be an in- 
spiration and the idea is simply that 
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Here Is the Tool Chest Idea 


every home in your trading territory 
needs tools and many of them can be 
sold by making the appeal center 
around the chest idea. 

Our old friend Bill Shakespeare 
once wisely stated, “Neither a bor- 
rower nor a lender be,” and Bill was 
no slouch when it came to handing 
out the more or less truthful re- 
marks. Now, inasmuch as tools are 
one of the things that are borrowed 
nearly as much as umbrellas, ard as 
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the hardware dealers sell tools and 
not umbrellas, the merchants can 
help society do away with one of its 
chief evils by a little strenuous ad- 
vertising and by selling every house- 
holder his own too's. Entire neigh- 
borhoods can become happy little 
communities of every family owning 
its own lawn mower and tool chest. 
It is the hardware man’s opportunity 
to fill the city with sunshine and hia 
cash register with currency. 
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Your New Salesman; the Two Cent Stamp 


Uncle Sam Can Help You Sell Plenty of Merchandise by 
Using the Mails in the Direct Selling Plans of Today 


ways-ready salesmen any hard- 

ware man can employ is Uncle 
Sam and his host of letter carriers. 
At little expense they will take direct 
into the hands of your prospects a 
message which is of interest and im- 
portance and one which will bring 
customers into the store ready to 
buy. 

There are some pitfalls to be 
avoided in planning a campaign of 
this character and one of the first of 
these is the matter of lists. Some 
good efforts have been whipped from 
the start because the lists were bad. 
A hit or miss list is never as good as 
a hand picked one. There are many 
ways of getting a good list and one 
of these is from your own books. 
Better still if you have a prospect 
system you will get a list of live leads 
by using the cards bearing the names 
of persons who have actually been in 
the store to look at the article you 
are making the drive on. 

Then another pitfall is poor work 
typographically. It is much better 
to have the letters individually writ- 
ten but if your list is too long for 
that employ the best multigrapher in 
the city and insist on neat, nice look- 
ing letters. The fill in of the name 
and address must be an absolute 
match with the rest of the letter. 
Otherwise it is a dead give away. 


Short Letters the Best 


Letters should not be too long espe- 
cially if they are going to women. 
Keep it all on one page. Better write 
two letters of a page each than one 
of two pages. 

Some of the rules laid down in a 
previous series on letter writing 
-should be remembered. They are 
simplicity, sincerity, conciseness. 
Without these qualities your letter 
will fail to hit the mark. 

See if you can get into your letter 
the desire for the prospect to phone 
you. That is the easiest thing for 
her to do. Something that invites 
should always be in your conclusion 
and if you can make an offer of a free 
sample or a demonstration such a 
proffer is advisable. 

Timeliness is of course always an 
element in your favor. A _ letter 
about an electric washer in the hands 
of a woman the day she has worn 
herself weak over the washboard will 
ring the bell much better than it 


Ok: of the most willing and al- 


could at the end of the week when 
washing is a past event that registers 
lightly in the gallery of memory. One 
firm sends out tire letters after look- 
ing at machines at the curb with 
worn casings. And they bring in the 
inquiries too. 
Use Enclosures with Letters 

It is always well to include a piece 
of printed matter with the letter. 
These are furnished by manufactur- 
ers and go into details. Such printed 
helps make your story plain and 
save your going into technical 
matters in a letter where such facts 
are apt to be boresome in plain type- 
written descriptions. 

Usually it is necessary to send 
more than one letter to a prospect. 
It’s constant hammering that wears 
down consumer resistance. It is 
better to send two letters to a list of 
300 than one letter to 600. If a third 
letter can be used it oftentimes 
proves the most telling of all. 

In the letters shown here no claim 
is made for perfection. They are just 
simple straightforward efforts that 
will get some results. The letters 
show good taste in the choice of let- 
ter heads as well and are worth 
studying from that standpoint. We 
advise using a letter on a small list 
and if it succeeds then duplicating 
it for larger efforts. 


Vacuum Cleaners 


Dear Mrs. Blair: ' 

Last night we heard two good 
housewives discuss their tasks and 
they engaged in quite a controversy 
as to whether the weekly washing 
or keeping the house clean is the 
most distressing worry. We rather 
thought that Mrs. B—— with her 
arguments about cleaning and sweep- 
ing had the best of it, but, at any 
rate, you will admit that sweeping 
and dusting are disagreeable bur- 
dens. 

But there is a sure way out. No 
longer is it necessary to tie a towel 
about your hair and push, push, push 
a broom around, moving the dirt 
from one spot to another and then 
taking down pictures and bric-a-brac 
while you dust. 

The modern way is to gently push 
a Clean vacuum sweeper over your 
rugs and remove from them not only 
surface dirt and lint and litter but 
hidden dirt as well. The refuse is 
all gathered in a bag which is emp- 
tied out of doors. 

Contrast that with hard hand 
sweeping. Your finest clothes and 
best appearance will not be hurt by 
sweeping this way. No fatigue. No 
choking dirt. No weary work. No 
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pushing furniture about and no after 
dusting. 

We shall be pleased to prove the 
efficacy of the Clean sweeper by let- 
ting you try it in your own way on 
your own rugs. Will you phone us 
when you would like a demonstra- 
tion? 

Mrs. Blair, this places you under 
no obligation. We are glad to get 
the opportunity. 

Very sincerely, 
H. F. Travis, 
W. J. PETTEE & Co., 
Phone P. B. X. 94. 


Washing Machines 


Dear Mrs. Lane: 

Unless you are unique, you have 
felt the pinch of the shortage of do- 
mestic help in Detroit. It is next 
door to the impossible to get good 
help or the other kind either. 

Probably your greatest problem is 
your laundry work. Will you send 
it out, do it yourself or hire it done? 
Doubtlessly you secure the greatest 
satisfaction from having it done 
yourself in your way in your home, 
but what a horrible task it is unless 
you have modern equipment. A 
whole day spoiled, back made to ache 
and weariness that won’t leave for 
two or three days! Surely that does 
not pay. 

But it is possible for you to have 
your washing done faultlessly and 
without one bit of fatigue or trou- 
ble. In an hour a THOR will wash 
your clothes and wash them per- 
fectly. Putting them into a cylinder 
and taking them out and guiding 
them through a swinging wringer— 
that’s all the hard work there is to 
it, and surely that is not hard. 

A THOR not only does its work 
perfectly, be it sheer lace or clumsy 
blanket, but saves you a lot of money. 
The weekly savings will pay for it 
in less than a year, and then for 
many more years it goes on earning 
you about $3 a week. Your husband 
will tell you that an investment 
which pays 100 per cent in two years 
is most attractive. 

There’s no need to take our word 
for it. We will prove every claim 
Will you let us demonstrate a THOR 
in vour home on your next wash day? 

Tell us by calling Grand 3211. 

Yours for Worryless Washdays, 
J. M. Miller, 
T. B. RAYL HARDWARE (0. 


Silverware 


Dear Madam: 
WHY? 

Did you know that Mrs. Reginald 
Vanderbilt used Community silver- 
ware in her home to the exclusion of 
all others? That fact may not be so 
very significant and yet it does really 
mean something. The Vanderbilts 
have the money to buy the best and 
the assured taste that makes choos- 
ing a fine art. They have selected 

(Continued on page 103) 





An Echo From the Atlantic City Convention 


Ludlow Advances Reasons Why There Should Be More Co- 
operation Between Manufacturers, Jobbers and Retailers 


By MATTHIAS LUDLOW 


President National Retail Hardware Association 


retail interests of the hard- 

ware business have developed 
and grown independently of each 
other. Each separate group has or- 
ganized itself, and under the loose, 
wasteful and almost shiftless meth- 
ods of American life previous to the 
war, things proceed with no great 
dissatisfaction appearing anywhere. 
The manufacturer took little interest 
in the ultimate consumer or in the 
retailer, and was satisfied when goods 
left the factory. The jobber was in- 
terested only in his ability to turn 
his stock, and the retailer in many 
cases developed suspicion of manufac- 
turer and jobber. This suspicion was 
pretty generally reciprocated be- 
tween groups. 

In fact, every representative of the 
great hardware business glued his 
eyes on his own personal records, ad- 
vanced the handiest excuse for any 
kind of a trade complaint, and be- 
lieved that he stood alone and his 
only concern consisted in watching 
his own buying and selling without 
regard for anybody else. 


i 3 HE manufacturing, jobbing and 


Co-Operation Only Beginning 


It must be admitted that there 
were some advanced thinkers who 
talked about co-operation, but they 
were just individuals, and only the 
bravest of them spoke out in meeting 
for fear of being called theorists. If 
they did speak out, as a few brave 
souls have done, they found no fol- 
lowing, those who agreed with them 
being unwilling to shoulder the re- 
sponsibility of starting something 
that looked like a forlorn hope. In 
any event, the job looked so big that 
even enthusiasts sighed, “What’s the 
use?” and left it for others to work 
on, 

Then came the war. All the trials 
and troubles of war restrictions have 
now become history, and with them 
we have no further concern. But 
they have left a legacy of complicated 
conditions, and we have to face them. 
The war provided lessons. Will we 
benefit by them? 

The whole world is in debt, the 
social order is disturbed, and busi- 
ness is called upon to pay for the 
greatest destruction we have ever 
known. We cannot go on as before 











Matthias Ludlow 

the war, and now comes the ques- 
tion which seems so easily answered: 
“Shall the hardware business pro- 
ceed with real co-operation among 
manufacturers, jobbers and retail- 
ers, or shall each branch of the in- 
dustry struggle for itself in a sea of 
suspicion, doubt and strife?” 

We know—those of us who are 
awake—that co-operation is no 
theory. It won a war, it broke down 
race and religious bigotries, it raised 
billions for Red Cross and other re- 
lief work, speeded up production and 
put over Liberty Loans. But why 
talk about co-operation to represen- 
tatives of organizations which are 
founded on co-operation? It seems 
like exploiting Democracy at a Dem- 
ocratic Convention. 

We are all committed to co-opera- 
tion within our own groups and 
agree that it is a good thing for our 
individual interests. Is there any 
question about its being a good thing 
for our business as a whole? I am 
sure there is not. 

Every manufacturer wants the 
closest co-operation between his sales 
force and his production department. 
Every jobber demands co-operation 
between his buyer and his salesmen, 
and every retailer aims at success 
through the co-operation of his buy- 
ing and his selling force. 

Now, if co-operation is insisted 
upon by the individual to this extent 
why has it gone so long without co- 
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operation between the manufacturer 
and jobber on one hand and the re- 
tailer on the other, the retailer being 
nothing more nor less than his real 
selling force? The manufacturer and 
jobber do not often come in direct 
contact with the ultimate consumer 
but why should he hesitate to follow 
his product through to the store cus- 
tomer by co-operating in a general 
way with the retailer? The manu- 
facturer should not be satisfied until 
his goods leave the retailers’ shelves. 

Whenever’ any representative 
group of the 18,000 or more organ- 
ized hardware retailers meet there 
come up questions of business prac- 
tice or ethics, the solution of which 
lies with the manufacturer or the 
jobber, and there is no means of get- 
ting together on such questions. 
With established co-operation, con- 
certed action and the understanding 
that would result from close relation- 
ship among the three branches of the 
business such questions would be 
readily settled to the general satis- 
faction of all and to the best interests 
of the hardware trade. 

Manufacturers have discussed es- 
tablishing suggested resale prices on 
their products with such prices 
printed on the articles. How could 
they settle such a question without 
getting the best thought and judg- 
ment of the retailer? I mention this 
as one issue only upon which closer 
co-operation would make for business 
betterment and trade harmony. 

Then there is the question as to 
what treatment is justly due the re- 
tailer at the hands of the manufac- 
turer. Catalog houses are in some 
cases in a position to sell an article to 
the consumer at a lower price than 
the retailer can buy it. Is this a 
healthy condition for the hardware 
business generally, and does such a 
condition interest manufacturer, job- 
ber and retailer alike as a matter of 
business ethics? 

The curb trader has been elimi- 
nated from the lumber business, 
building material lines and other 
trades on a question of fair dealing, 
but the hardware business has not 
considered him seriously. Yet men 
who carry no stock and have no over- 
head to meet, buy at the price estab- 
lished for reputable retail hardware 
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dealers and can afford to undersell 
them. 


Urges Conference of all Branches 


Would it not be best to have a gen- 
eral conference of all branches of the 
business before any radical change is 
put into effect? If all branches of 
the business were consulted when 
changes of policy are contemplated 
there would be more harmony and 
better feeling generally, and policies 
would become uniform in our indus- 
try, and I believe there can be no 
question as to such a condition being 
beneficial. 

Manufacturers and jobbers in a 
good many instances are inclined to 
discontinue the 2 per cent discount 
for prompt payment. Associations 
or exchanges have been formed with 
this object in view, and the amounts 
made or saved by this policy have 
been reported. Has anybody reported 
how the retailer feels about such a 
policy, or has any report been made 
of sales lost by manufacturers or 
jobbers because of such a policy? 
Would it not be best to have such a 
policy passed upon by a conference 
of all before definite action is taken? 
Of course, we are all willing to listen 
to the man who has a scheme which 
will save us money, and if he saves 
us anything, we are willing to share 
with him. But there have been cases 
where such schemes have appeared to 
save money, but the only one who has 
really made a dollar out of them was 
the man who started the scheme with- 
out any regard for what destruction 
it might cause in the business to 
which it was applied. It has also 
happened that it cost more to get rid 
of such a scheme than it ever could 
have saved for the man who paid for 
it. 

The hardware manufacturers are 
the cream of American businessmen 
and they live in harmony with as 
fine a code of morals and ethics as 
exists in any other line of business. 
We recognize the same thing with re- 
gard to jobbers. I know the retail- 
ers are just the same kind of human 
beings with no more faults and fail- 
ings and with no greater virtues. 

We come to-day with an appeal to 
cement the three together in some 
manne: that the understanding that 
exists among one group will extend 
to the three groups, and that the co- 
operation existing in each group will 
act in concert for the betterment of 
the hardware trade. This acting in 
unison will make it easier for all of 
us to face a very trying period of re- 
construction which is now under way. 


Business in Politics 


National affairs at one time be- 
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longed exclusively to platform-mak- 
ing conventions of political parties. 
We were so peaceful and prosperous 
that national policies were just a 
matter of preference or argument 
like an inclination to play golf or 
billiards. No longer are national af- 
fairs a matter of temperament; they 
begin to affect our social structures 
and touch our pocketbooks. Just at 
present it is a heavy touch that 
makes us fairly wince. 

However, we may stand the touch 
with a feeling of patriotism, we feel 
that we must be careful because too 
much of anything is injurious, and 
social conditions are in a fair way to 
affect our pocketbooks and the ideals 
we hold more precious than gold. 

Tt becomes natural and fitting that 
strong organizations like our own 
represented here should interest 
themselves in national affairs, and 
they can do so without becoming po- 
litical partisans. It is to my mind 
necessary under existing conditions. 
We cannot blind ourselves to the ad- 
visability .of a firm policy against 
Bolshevism or anarchy or anything 
that affects our safe and sane consti- 
tution; our interest is closely tied up 
with the question of a League of Na- 
tions or a guarantee of permanent 
peace; a national budget system to 
safeguard expenditures and assure 
some measure of equitable and just 
distribution; our future prosperity is 
closely related to the establishment 
of an American Merchant Marine; 
development of waterways is impera- 
tive for commerce, and the luxury 
tax directly interferes with the rela- 
tionship of buyer and seller. 

None of these questions affects 
only one group of businessmen. They 
all affect all business men, and the 
question before us is whether we 
shall meet them in scattered groups 
with more or less confusion, or shail 
we meet them as the solid represen- 
tation of the hardware trade, with 
combined strength and order? 

Other national policies affect our 
business more directly than these. 
The National Retail Hardware Asso- 
ciation has acted upon two such is- 
sues. At the Annual Convention ac- 
tion was taken condemning the man- 
ufacture and sale of misbranded 
merchandise and misleading and 
harmful advertising and selling, and 
laws were urged against such prac- 
tices. The convention also endorsed 
the recommendation of the Federal 
Trade Commission for an early pas- 
sage of an equitable price mainte- 
nance law. Both of these questions 
are of interest to the hardware busi- 
ness as a whole, belonging particu- 
larly to no one group. 
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Any business must stand as a unit. 
Moral standards are improving and 
betterment of any business belongs 
equally to all who are engaged in it 
or its allied lines. The evil that re- 
tailers do affects the manufacturer 
and the dishonesty of one business- 
man affects his honest neighbor. 

The Evil that Retailers Do 

To illustrate: There has risen in 
this country an Anti-Saloon League 
which caused the Constitution to be 
changed. It did not exploit an evil of 
the manufacturer, but made its whole 
case out of the evil of the places 
where liquor was sold at retail. It 
was not an anti-distillery league, nor 
an anti-brewery league. The dis- 
tiller and the brewer were put out of 
business because of retailers’ meth- 
ods, and because the manufacturer 
was careless about who did the re- 
tailing and how he did it. 

I see no comparison between the 
hard drink line and the hardware 
line, excepting that the former gives 
us a rather exaggerated example of 
the close relationship of the inter- 
ests of manufacturer and retailer. 

Every line of business is making 
for closer co-operation at this time. 
We have found that our national iso- 
lation is a thing of the past. Every- 
thing has a league of something now, 
and if we had a league of hardware 
dealers with an honest desire to sta- 
bilize conditions and protect our in- 
dustry we ought to have peace, har- 
mony and future development. Such 
a league could watch legislation and 
meet on an emergency call with reg- 
ular meetings every six months. I 
believe we should have closer har- 
mony of thought and more sympathy 
of understanding. We want to build 
up our industry by constructive 
methods. We can achieve anything 
by this elbow touching, by an ex- 
change of opinion, by being on the 
square with each other, and by hav- 
ing the courage of understanding. 

I believe that this is the only in- 
dustry where the investment is so 
great and the three great angles of 
the business have no intimate knowl- 
edge, no co-ordinate understanding 
of what each group is doing. 

Policies started by one group 
should be fully understood and con- 
curred in by the other. We should 
have co-operation in the distribution 
of our product. 


Competition vs. Co-operation 
The National Retail Hardware As- 
sociation has suggested topics of 
great moment for us to consider, such 
as production, distribution, com- 
merce, legislation, profiteering «and 
other issues upon which we may well 
(Continued on page 103) 
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Men Who Helped the Government During the War 
Get Together at Atlantic City and Relate Experiences 


Tc Alumni Association of the 


General Supplies Division—an - 


organization of war workers, 
consisting of hardware manufactur- 
ers and distributors, which was or- 
ganized under the direction of Wil- 
liam A. Graham of. New York, in the 
early part of 1918, by order of the 
Government, for the purpose of co- 
ordinating and centralizing Govern- 
ment purchasing of hardware sup- 
plies for the army and navy—held its 
annual reunion and banquet at the 
Marlborough - Blenheim, Atlantic 
City, Oct. 19, which was one of the 
most notable of the many features 
that distinguished the recent hard- 
ware conventions at Atlantic City. 
Major George H. Richards, president 
of the Alumni, presided. 

Major Richards, in his opening re- 
marks, extended a cordial greeting to 
all of those present, particularly to 
the ladies. He emphasized the great 
pleasure which the members of the 
association derived from the presence 
of so many of the manufacturers who 
had worked with the General Sup- 
plies Division during the war, and 
paid a tribute to the loyalty, earnest- 
ness and spirit of sacrifice in which 
all of the manufacturers had met the 
demands of the General Supplies Di- 
vision, and without which the success 
of the Division, he said, would not 
have been possible. He referred to 
the rapidity with which the memories 
of the war had passed into what ap- 
peared to be the haze of distance. In 
this respect he said the war was not 
over. 

“We are fighting the war as much to- 


day,” he declared, “in regard to the 
question of the moral benefits which 














W. A. Graham, former chief of the 


General Supplies Division 


are to be derived from the victory, as 
we were during the war itself. Upon 
the decisions and solutions which we 
are making and will continue to make 
of the problems, social, industrial and 
financial which are confronting us, will 
depend the degree of benefit which the 
country will derive from the terrible 
struggle in which it participated. 
Having established by our success in 
the war the permanency of democratic 
institutions, we still have to realize 
that the benefits of democratic insti- 
tutions can only be preserved through 
the personal devotion to duties and re- 
sponsibilities on the part of those en- 
joying the blessings.” 
Regrets Loss of Benefits 
He expressed at length his regret 
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that many of the direct benefits, 
which it was hoped would be pre- 
served to the Government, and, there- 
fore, to the country, through the la- 
bor and sacrifice of the business men 
who participated in the work at 
Washington, had apparently been dis- 
sipated. He urged that very serious 
consideration be given by the mem- 
bers of the association to the ques- 
tion of devising means whereby the 
experience, training and ability of 
the business man could be utilized by 
the Government for the benefit of 
public service. He contended that 
the movement in this direction must 
be from the business man rather than 
from the Government or from the 
legislative halls. 

He referred in more or less detail 
to several directions in which the 
business man could undoubtedly be 
called into active participation in de- 
partmental matters to the general 
benefit of the community. The most 
important of these was in direct ap- 
plication of the business methods 
which were applied during the war 
to the needs of the Army and Navy 
being continued in time of peace. 

Mr. Graham’s Remarks 

Major Richards then called upon 
Honorary President W. A. Graham, 
former Chief of the General Supplies 
Division, to address the gathering. 
The “Big Chief,” as he is popularly 
known, received a hearty welcome 
from the men and women who had 
toiled with him in Washington 
through the strenuous war days. 
Chief Graham responded in part as 
follows: 

“Tt has been my hope that besides 
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continuing the comradeship of the for- 
mer members of our Division, this 
Alumni Association would also provide a 
medium for continuing to bring the 
members of the Procurement Branches 
of the War Department in_ closer 
touch with the men of large business 
experience, so that each side may ar- 
rive at an harmonious understanding, 
whieh will enable the manufacturers to 
maintain their maximum in production, 
whenever necessary, in order to keep 
our army adequately supplied both in 
times of peace and war. If the manu- 
facturers will consider it their duty to 
carefully study the requirements of the 
army, and the procurement officers be 
given an opportunity to appreciate the 
urgent importance of avoiding wher- 
ever possible a departure from stand- 
ard styles, shapes, sizes, etc., when 
drawing specifications, this will suc- 
cessfully overcome a very large meas- 
ure of the troubles which so heavily 
handicapped the manufacturers during 
the early days of 1917.” 

Mr. Graham concluded by express- 
ing his gratification at seeing so 
many of the former members as- 
sembled together once more, and 
hoped the same spirit of team work 
which his division had exhibited in 
Washington would prevail and enable 
the Alumni Association to “carry 
on.” 

Major George W. Simmons of the 
Simmons Hardware Company was 
the association’s guest of honor dur- 
ing the evening. Major Simmons, 
who served with the American Red 


Cross in eastern Russia, spoke on the 
subject of Bolshevism. Major Sim- 
mons said in part: 


The Red Menace in America 


“When I was in Russia, Lenine said 
publicly, ‘We realize that Bolshevism 
can never succeed permanently in an 
agricultural country like Russia, but if 
we are overthrown here we will have 
kindled fires throughout the rest of the 
world that will never be quenched.’ 

“That statement is most significant 
because it is definitely known that huge 
sums of money are being expended to- 
day in the United States of America 
by those representing the Soviet Gov- 
ernment of Russia, and for the exclu- 
sive purpose of accomplishing a revolu- 
tion here and the destruction of the 
American Government. We have no 
realization at all of the immense 
amount of radical propaganda that is 
being spread throughout our country, 
particularly in industry. Investiga- 
tions have been said to have shown a 
vast number of Red sympathizers in 
important positions in our govern- 
mental departments at Washington, but 
I am among those who believe that the 
most active method which it is hoped 
to employ is the undermining of our 
American industries. ; 

“To-day there is being published in 
New York City by the so-called and 
self-styled ‘Ambassador of the Soviet 
Government of Russia,’ Ludwig Mar- 
tens, a magazine called ‘Soviet Rus- 
sia,’ which enjoys the privileges of the 
United States mails, solicits subscrip- 
tions and advertising matter, and 
which bears upon its face the legend 
that it is the official organ in America 
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of the Russian Soviet Government. {ts 
professed aim is to spread Bolshevism 
in America, and we all know that the 
Bolshevists seek to destroy our Ameri- 
can Government. Among other things 
which appear in a recent copy of this 
magazine, which I have in my posses- 
sion, is a statement, covering several 
pages, which outlines the details of the 
law on compulsory labor in Russia to- 
day. This law requires all persons (not 
men alone) between the ages of 15 and 
55 years to engage in hard labor prac- 





In St. Louis 
The Automobile Accessory 
Branch of the National 
Hardware Association will 
hold its convention Nov. 30 
to Dec. 3 in St. Louis. It 
will be a veritable Buyers 
Paradise and all good buyers 
will be there. 











tically at the whim of the commissar 
in charge and makes exceptions only of 
those who can secure certificates of 
sickness signed by the commissar’s own 
doctor, and also women, eight weeks be- 
fore and after child-birth. Another 
provision is thoughtful enough to re- 
quire that nursing mothers shall be re- 
lieved of this hard physical labor at 
certain intervals during the day that 
they may nurse their babies. 

“So successfully, however, have many 
of these radical agitators bored from 
within and thus secured control of many 
labor organizations, that we have had 
an unprecedented series of strikes, out- 
rages, dynamitings, and other atroci- 
ties, all designed to interrupt business 
and industry, and to terrorize our peo- 
ple. All of this, I firmly believe, is a 
part of a world conspiracy to exter- 
minate the worth-while people of the 
world who have achieved success by 
hard work, courage and patriotism. 


The Soviet Scheme 


“Some months ago the War Depart- 
ment in its routine way advertised for 
bids on some surplus shoes it was going 
to sell. When the bids were opened, it 
was found that the Soviet Government 
of Russia was the highest bidder by a 
large margin. In a strictly routine 
way, the War Department published 
the name of the bidders and the 
amounts of their bids, as is customary. 
The very same morning that this list of 
bidders was published in Washington, 
the Socialist and radical newspapers ot 
New York and elsewhere, apparently 
all primed and ready for it, announced 
that the Washington Administration 
had recognized the Soviet Government 
of Russia as evidenced by the fact that 
they were now trading with it. I am re- 
liably informed that this information 
was immediately cabled to every coun- 
try in the world as evidence that the 
United States had recognized the 
Soviet Government of Russia. 

“Immediately before that, in due 
time, the War Department, finding per- 
haps that the Soviet Government had 
not accompanied its bid with a certified 
check, or in other respects had not com- 
plied with governmental regulations, 
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threw out the bid of the Russian Gov- 
ernment. Inasmuch as the Russian 
Government had never intended to buy 
any shoes, they laughed in their sleeves 
at how easy it was to use our very Gov- 
ernment departments in the further 
ance of their radical propaganda. 


Duty as Americans 


“It is, therefore, your duty and mine 
as American citizens not only to think 
Americanism, but to talk Americanism, 
and spread it broadcast. We certainly 
have no one but ourselves to blame if 
our American workingmen listen to the 
plausible arguments of Bolshevism and 
become Reds themselves unless we 
have made some constructive effort to 
give them something better to tie up 
to. If you and I have been so busy 
with our own personal affairs that we 
have not had time to attend to such an 
immensely important obligation as this, 
we must accept the results of our in- 
difference and feel the effects of our 
negligence. You applaud that state- 
ment, but I wonder how many of you 
after you leave the room will go any 
further with the thought than perhaps 
a favorble comment on it, and then wil! 
pass on to other more pleasant things, 
such as what time we are to play golf 
to-morrow, or something else which 
involves no personal sacrifice. We are 
all quite ready to say how our Govern- 
ment should be run and to point out 
mistakes of those to whom we have in- 
trusted the direction of our affairs, 
either by our votes, or by our neglect 
in permitting other votes to decide these 
things because we are too lazy or too 
indifferent or too wrapped up in our 
own concerns to take the trouble to do 
it ourselves.” 


W. F. Fusting, former chief of 
Branch No. 2, followed Major Sim- 
mons by giving some reminiscences 
of the Division, and told many ex- 
periences both interesting and hu- 
morous of the days spent in Wash- 
ington. 

Charles W. Asbury, one of the first 
men to respond to the “S. O. 8S.” call 
sent out by “Chief” Graham at the 
formation of the Hardware & Metals 
Division, was then called upon, and 
spoke in part as follows: 


Mr. Asbury Speaks 


“T had not expected to be called upon 
for an address, not having been noti- 
fied until my arrival this evening, but | 
have been generously allowed to select 
the text of my sermon. The text which 
I have selected is ‘The Value of Know 
How.’ I remember very well the eve- 
ning to which Mr. Graham has referred, 
upon which the executive committee of 
the Hardware Manufacturers’ Organ- 
ization for War Service was called tv 
Washington and my sympathy was 
stirred to its depths for Mr. Graham. 
The job he had was simply tremendous, 
and his organization consisted of a half 
dozen assistants. The requisitions 
which were backed up and still needed 
urgently were very voluminous. If | 
recall correctly our first attempt at 
orderly procedure was the segregation 
of the items in hardware. These called 
for quantities which in all probability 
would stall the respective industries 
producing them. 

(Continued on page 103) 
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THE PASSING OF THE ORDER-TAKER 


a wae of any divergent views they 


may hold regarding the future of mer- 

chandise distribution, there is one point 
upon which the greatest minds in the hardware 
industry are in thorough accord: Salesmanship is 
now coming back into its own. 

During the past six years business has faced 
what might be termed a sellers’ market; a mar- 
ket in which the dollar has continually sought the 
merchandise. This has created a situation ideal 
for the breeding of highly specialized trade diplo- 
mats and order takers, but hardly conducive to 
the breeding of salesmen. 

For six years salesmen have been unlearning 
the art and process of merchandise selling. They 
have been expending far more thought and energy 
in the formulating of excuses for inability to ship 
merchandise than in the creation of a desire to 
purchase. They have actually put more effort into 
their endeavors to cut down orders than into 
building them up. 

For six years the majority of salesmen in the 
United States have been cultivating the negative 
side of selling until in some cases it almost seemed 
that actual merchandise salesmanship was in dan- 
ger of being placed among the lost arts. 

This is ro disparagement of the traveling sales- 
man. It is rather a tribute to his versatility and 
ability to meet conditions as he finds them. It 
has not been easy for him to reverse the methods 
and practices of years. It has not been easy for 
him to act as a buffer between the retailer short 
of merchandise and the manufacturer with a lim- 
ited production. 

It has not been his fault that demands outgrew 
manufacturing facilities—that the firms he repre- 
sented were unable to produce the hardware de- 
sired by the retail dealer. The war and its at- 
tendant readjustment periods have made us all 
more or less the victims of circumstance. There 
is no blame attached to any one in the fact that 
for six long years the ordinary positions of buyer 
and seller have been reversed. 
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But there are decided indications of a new era. 


Slowly, but surely the manufacturers are catching 


up with demand. Eventually we will again face a 
market where merchandise will to a certain ex- 
tent, seek the dollar. Then the trade diplomat, 
trained to deliver excuses rather than selling ar- 
guments, will be at a decided disadvantage in the 
exchange of merchandise for money. The days 
of the order taker are limited. 

True—we are still a long way from the so- 
called normal plan of buying and selling, but the 
wise salesman is the one with vision; the one who 
recognizes the trend and prepares for future con- 
ditions. 

It is high time for the man whose future hinges 
on sales, to take an inventory of his selling stock; 
to analyze himself and his chances; to carefully 
examine his reflection in the mirror of merchan- 
dise distribution; to ask himself: How far have 
I strayed from the old path of salesmanship? 

Consciously or unconsciously we bear the im- 
print of the period through which we have passed. 
During the years that we have been learning to 
sell excuses we have also been learning how not 
to sell merchandise. The salesmanship of pre- 
war days has not lain dormant. It has actually 
moved backward. 

The business world is one in which eventually 
only the fit survive. Past performances count for 
little in the cold light of present profit and loss. 
The only rule by which selling is judged is the 
rule of sales. 

The salesman 
next few years—who continues to hold his place in 


who successfully survives the 


the system of merchandise distribution—must not 
only go back to the plane of selling he left behind 
in 1914, but he must show a normal, positive sell- 
ing growth to cover the period between that time 
and the present. 

During the six years he has been forgetting 
how to sell, the consumer has been learning how 
to buy. 

The order-taker faces the doorway to oblivion 
and a sign which reads: 


THIS WAY OUT 
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Work on Taxation Revision Soon to Begin 


Congress at Coming Session Will Begin Task of Framing 
Amendatory Legislation—New Law to Be Enacted Next Spring 


WASHINGTON, Nov. 1, 1920. 
"EN AXATION revision is in sight. 
| This statement can be posi- 
tively made and implicitly re- 
lied upon. 

The scope of the revision will cer- 
tainly include the chief features of 
the war revenue and internal taxes, 
the chances strongly favoring the in- 
clusion of the Underwood-Simmons 
tariff law, and there is a fair pros- 
pect that the statutes authorizing 
the various issues of Liberty bonds 
may be so amended as to provide for 
their refunding on terms that will 
pass along to posterity a part of the 
war debt and thus lighten the burden 
resting upon the present generation 
of business men and taxpayers. 

The plans of the leaders of both 
political parties looking to the over- 
hauling of the revenue laws have 
crystallized rapidly of late, and it is 
now possible to outline them in gen- 
eral terms. They must, of course, be 
considered more or less in connection 
with the outcome of the national elec- 
tions which take place to-morrow and 
which will have become history by 
the time this issue of HARDWARE AGE 
reaches its readers. 


No Final Legislation Next Winter 


Getting down immediately to brass 
tacks, a number of important state- 
ments can be made respecting the 
work of the coming short session. 
These are based upon definite plans 
formulated by the majority leaders 


By W. L. CROUNSE 


of the House and also in the Senate. 

No comprehensive revenue legisla- 
tion is expected to be enacted at the 
coming session, which will be the last 
of the present Congress and which 
will expire by Constitutional limita- 
tion on March 4 next. The session 
will consist of barely 60 legislative 
days which will be all too short for 
the consideration of the fourteen big 
annual appropriation bills and the 
few measures of special importance 
which will occupy every moment of 
the time of Congress not devoted to 
the annual budgets. 

The Senate will probably pass the 
bill which originated in the Ways 
and Means Committee last session, 
amending the administrative fea- 
tures of the war revenue law so as 
to provide for the final settlement of 
controversies relating to income tax 
returns, making substantial increases 
in exempt holdings of Liberty bonds 
designed to improve the market for 
those securities, and clarifying cer- 
tain doubtful provisions of the reve- 
nue act of Feb. 24, 1919. The pas- 
sage of this measure can hardly be 
rated as a revision of taxation, ex- 
cept that by increasing exemptions 
of income from Liberty bonds, a 
goodly number of patriotic and 
thrifty citizens will reap a substan- 
tial benefit. 

The half score of minor tariff bills 
making changes in the classification 
or duties on certain special products, 
and the so-called Longworth bill pro- 
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viding a complicated system of pro- 
tection for the American dye indus- 
try, which have already passed the 
House, will probably die either in 
the Finance Committee or on the 
Senate calendar. As a comprehen- 
sive overhauling of the tariff in the 
very near future is clearly fore- 
shadowed, the majority leaders be- 
lieve that these two measures should 
receive further consideration in con- 
nection with the general readjust- 
ment and should be incorporated in 
revised form in a new general tariff 
bill. 
Will Stick for the Present 


From what has been said it will be 
gathered that there is slight prospect 
of the passage at the coming short 
session of any legislation repealing 
or revising the excess profits tax. It 
is equally improbable that any at- 
tempt will be made to follow out the 
suggestion now being urged by many 
expert observers of the operation of 
the tax laws to reduce the surtaxes 
on individual incomes with the view 
to stimulating the use of private 
capital in industrial and commercial 
enterprise in lieu of locking it up 
in tax-free municipal and public utili- 
ties securities paying comparatively 
low interest rates. 

The plans of Congressional leaders 
for early revenue revision, while not 
contemplating the actual passage at 
the short session of bills relating 
either to the tariff or to internal rev- 
enue, have directly in view the con- 
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vening of the new Congress in extra 
session soon after the adjournment 
on March 4, and the formulation in 
the meantime of definite measures 
which can be so far advanced during 
the coming winter as to be practic- 
ally ready for the consideration of 
the House of Representatives when 
the special session meets. Thus, 
while no revenue measufes of im- 
portance will reach the statute books 
during the coming winter, the im- 
portant work of framing a compre- 
hensive revision of both tariff and 
internal revenue laws will be taken 
up almost immediately and will pro- 
ceed as rapidly as possible. 


Work Must Begin In House 


Under the terms of the Federal 
Constitution the House must origi- 
nate all revenue measures. The Sen- 
ate can consider them only after they 
have been passed by the lower body. 

On this account, the majority lead- 
ers of the Ways and Means Commit- 
tee are already giving thought to the 
preliminary work of amending the 
Underwood-Simmons tariff act and 
the war emergency internal revenue 
statutes, and the task of framing the 
schedules themselves will soon be 
taken up. Business men should be 
prepared for the early announcement 
of a program of hearings which, with 
appropriate intervals, are likely to 
occupy the committee during a large 
part of the coming session. 

While the Senate must yield prece- 
dence to the House in the matter of 
originating and acting upon revenue 
measures, it is a_ well-established 
Congressional tradition that the Sen- 
ate Finance Committee is the final 
arbiter of all controversies relating 
to revenue legislation, and on this ac- 
count the Senate Committee usually 


Demand for 


HE demand for national economy 
and lower taxes which has been 
growing throughout the country 
would seem to have reached a possi- 
ble peak, judging by the echoes which 
have recently been heard in Washing- 
ton. The public press everywhere is 
insisting upon the cutting down of 
governmental expenditures, the elim- 
ination of every organization in the 
Government service which was cre- 
ated exclusively as a part of the war- 
time machinery, and the relentless 
wielding of the pruning knife by Con- 
gress. 

If the most reliable information 
concerning the total of the estimates 
that will be submitted to Congress 
the first Monday in December is to 
be depended upon, the Secretary of 
the Treasury will advise the Speaker 
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adopts a tentative program consider- 
ably in advance of the passage of 
House bills, thus saving much time 
in the final enactment of legislation. 
This plan has worked well in the 
past and will be pursued in this in- 
stance. 


Finance Committee Clears Decks 


In line with this policy the chair- 
man of the Finance Committee has 
already engaged commodious quar- 
ters in addition to those occupied in 
the Senate office building, and will 
set to work a large staff of experts 
studying the present laws and sug- 
gesting changes both in the tariff 
schedules and the internal revenue 
provisions. Hearings, both formal 
and informal, of interested business 
men, taxpayers and economists will 
occupy the committee’s attention 
throughout the winter. 

The natural results of the working 
out of this program will be the actual 
formulation either of a general re- 
vision bill, including both tariff and 
internal taxes, or separate measures 
devoted to these two branches of the 
subject which will be ready for in- 
troduction when the special session 
of the new Congress convenes next 
spring. The tentative date fixed for 
the meeting is April 15, and the most 
experienced observers here anticipate 
that the session will last from three 
to four months. Obviously its length 
will depend to some extent upon 
whether the presidency and both 
branches of Congress are in control 
of the same political party, as polit- 
ical harmony will naturally expedite 
legislation, while divergence of opin- 
ion, political and economic, between 
the Executive and the National Leg- 
islature would make for controversy 
and delay. 


Relief Grows 


of the House that the executive 
branches of the Government will re- 
quire for their support, during the 
coming fiscal year, between $7,000,- 
000,000 and $8,000,000,000. Such a 
total will represent little if any re- 
duction in the figures submitted a 
year ago, and, in fact, will show an 
increase over the appropriations ac- 
tually made by Congress which ag- 
gregated nearly $1,500,000,000 less 
than the departmental estimates. 


Will Be Some Scrap 


Here, then, we have the basis for 
a battle royal between Congress and 
the Treasury with practically all the 
taxpayers of the country lined up be- 
hind the wielders of the pruning 
knife. 

Every experien“ed business man in 


87 


Congress believes that the Govern- 
ment can be adequately maintained 
with total expenditures not exceeding 
$4,500,000,000. If it can be demon- 
strated that these figures are relia- 
ble, it will pave the way to the elimi- 
nation of the excess profits tax, and 
possibly to the scaling down of the 
surtaxes on individual incomes with- 
out the adoption of a merchandise 
sales tax or any other substitute rev- 
enue legislation. 

There is likely to be a clash be- 
tween the advocates of the repeal of 
the so-called luxury taxes and those 
who favor reduced surtaxes on indi- 
vidual incomes, and the outcome of 
this controversy will be awaited with 
much interest by all business men. 
The luxury taxes are a vicious form 
of raising revenue because they are 
assessed upon products of special in- 
dustries and are levied upon many ar- 
ticles entitled to be regarded rather 
as necessaries than as luxuries. 

Let Next Generation Help 


An exceedingly interesting recent 
development of public opinion with 
respect to taxation is the demand 
growing in many sections of the 
country for the refunding of the 
Liberty Loans on a basis that will 
make the final payment of the bulk of 
these bonds the duty of posterity. 
This demand is based upon sound 
economics and good common sense. 

There will always be a good mar- 
ket for Liberty bonds, and, with the 
maintenance of general prosperity to- 
gether with an increase in the ex- 
emptions from taxation of income 
from these securities, their price can 
be maintained without difficulty. 
The shifting of the liability to pro- 
vide. a sinking fund for these issues 
during the lives of the present gen- 
eration to those who come after us 
and who are to benefit largely from 
our sacrifices would release an enor- 
mous volume of capital to stimulate 
commerce and industry. 

The view which the most influen- 
tial newspapers of the country are 
now taking of this phase of the prob- 
lem is well stated in a recent edi- 
torial in the Washington Post in part 
as follows: 

Advantages of Refunding 


“Of course, the public debt should 
be paid off punctually when due. But 
why should it not be refunded and 
extended over a longer period of 
years? No satisfactory objection can 
be raised to the proposal for placing 
a part of the war’s burdens upon pos- 
terity, the chief beneficiary of the 
sacrifices made by this generation. 

“The present taxes are extremely 
burdensome, both directly and by dis- 
couraging enterprise and thus throt- 
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tling new sources of revenue. If the 
country were less tied down by the 
red tape of taxation and the unwise 
effort to pay off the whole cost of the 
war within a few years there would 
be unprecedented activity in the 
United States and the new sources of 
wealth would yield a large share of 
the taxes. The United States is bet- 
ter able to pay the war debt now than 
it was in 1918, because of the in- 
creased population and wealth; but it 
will be still better off ten years from 
now. 

“The European governments are 
refunding their debts as fast as prac- 
ticable, converting them into long- 
time obligations which will be carried 
in part by posterity. This is the 
common-sense method to pursue, 
since the benefits of the war will be 
chiefly enjoyed by posterity, while it 
is the present generation that suf- 
fers most from all kinds of losses and 
sacrifices. 

Taxation Harming Country 


“It is not wise to continue the pres- 
ent burden of taxation. The country 
suffers from it in more directions 
than can be specified or demon- 
strated. 

“If it were possible to figure up 
the total earnings of possible new en- 
terprises strangled in their inception 
because of the present taxes, an idea 
would be gained of the handicap im- 
posed upon the present generation by 
saddling upon it too great a propor- 
tion of the war debt. Excessive tax- 
ation is paralyzing the building in- 
dustry, which is not meeting the 
imperative demands of the new popu- 
lation of this country. 

“The people need more houses, 
more factory buildings, more public 
buildings, more business blocks and 
more railroad terminals and ware- 
houses. Hundreds of thousands of 
new structures should now be build- 
ing, but they are in the blueprint 
stage because of the wrong policy 
pursued by the Government in han- 
dling the nation’s money problems.” 


Dealing Death Blow to H. C. L. 


Much more could be said along the 
same lines. Smaller taxes would 
mean a possibility of making money 
on smaller profits. The high cost of 
living would be struck a deadly blow 
by reducing Government taxation. 

Building operations could be re- 
sumed on a big scale, which would 
mean increased employment, diffu- 
sion of money among the people, re- 
duced rentals and greater public and 
private comfort. These building op- 
erations would encourage the exten- 
sion of trolley lines, electric light, 
water, telephone and gas systems, 
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and public roads. Thus’ many 
branches of industry would be invig- 
orated and made to yield wealth, 
which, in turn, would yield taxes. 

The present issues of Liberty 
bonds can be wiped out by a con- 
vertible long-term issue. The next 
year’s taxes can be greatly reduced 
by the mere act of converting Lib- 
erty bonds into long-term bonds. In 
reducing taxes, Congress can also di- 
rect the reduction of expenditures in 
many directions. 

Reduce Cost of Collecting Revenues 


A huge item of expense is the col- 
lection of the present taxes under 
laws which no one can understand. 
By simplifying and reducing the 
taxes, the cost of collecting them can 
be reduced. 

There is, however, a sinister in- 
fluence which has recently made it- 
self felt and which must be resisted 
by Congress and by the people at 
large whose opinions are very influ- 
ential with their representatives in 
the House and Senate. I refer to the 
feelers thrown out from time to time 
by European governments in the 
hope of ascertaining whether the 
United States is willing to wipe out 
the loans to the Allied nations, which 
now aggregate nearly ten billion dol- 
lars. 

There is no good reason whatever 
for canceling them and every good 
reason for collecting them. The na- 
tions of Europe can pay these debts 
if the United States will co-operate in 
a plan which will make the burden as 
easy as possible. 

It would be foolish for the United 
States to demand payment within, 
say, ten years, when the debtor na- 
tions are refunding their debts to 
extend over fifty years. Payment of 
all war debts, whether ‘owing to or 
by the United States, should be ex- 
tended over a long period of years. 
That is the sensible, just and least 
burdensome method of payment. 

The world is now upon the road to 
better times and greater population 
and wealth. The peoples who have in- 
herited their freedom from the sac- 
rifices of 1914-1920 will be able to 
pay for their blessings, and in jus- 
tice they should pay for their share 
of them. 


INDUSTRIAL CORDAGE FILM 
SHOWS STORY OF ROPE 


After two and one-half years of effort 
and the expenditure of a considerable 
sum of money, the Plymouth Cordage 
Co., North Plymouth, Mass., and Wel- 
land, Canada, is giving to the wholesale 
and retail hardware trade, educational 
institutions, and the public at large an 
opportunity to study at first hand the 
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art of making rope and binder twine, 
through the medium of moving pictures. 

“The Story of Rope” and of binder 
twine comprises approximately 5300 ft. 
of film and it takes about one hour 
aud thirty minutes to run it through 
the motion picture projector, which, 
together with an operator and lecturer, 
is provided by the company on appli- 
cation from among its wholesale dis- 
tributers. The film is non-inflammable 
and conforms with all building and fire 
insurance laws. 

This film story is told in nine parts, 
starting with the growth and cultiva- 
tion of manilla fibre in the far-off 
Philippines. No detail connected with 
cultivating, gathering and preparing 
this product of the wild banana plant 
for the rope maker is omitted. Then 
the scene shifts to Mexico, State of 
Yucatan, where sisal fibre cultivation 
and preparation for the world’s markets 
are shown in completeness. 

An even broader education is fur- 
nished by succeeding reels which start 
with the steamer arriving at th com- 
pany’s North Plymouth dock from 
Southern waters, and in minute detail 
disclose the method of manufacture of 
the company’s product by various kinds 
of machinery. 

But the story of rope does not end 
here. James Dower, of Hingham, 
Mass., 90 years young and probably one 
of the last “old timers,” is injected 
into the picture study. The scene is 
staged in the old section of the rope- 
walk where Plymouth rope was first 
spun by hand in the early history of 
the industry, and Mr. Dower is seen 
hackling his own hemp prior to spin- 
ning the thread which later is laid into 
rope, the twist being given by the old 
wheel used by the company in 1824. 

In contrast with this glimpse into 
the past, the present-day methods of 
ropewalk practice are next shown on 
the screen, and a 15-in. manilla wreck- 
ing cable is completed through each step 
in forming and laying of the strands. 

On Nov. 10 the Western Massachu- 
setts Retail Hardware Association will 
show this film before its members. 
Arrangements are also being perfected 
for its exhibition during the Kansas 
City Convention in January and during 
the convention of the New York Retail 
Hardware Association, Inc., to be held 
in Rochester, N. Y., the latter part of 
February of the coming year. In the 
meantime the Plymouth Cordage Co. 
is exhibiting the film before its whole- 
sale distributers and their salesmen 
throughout the country. 


RECENT DEATHS 


Charles M. Barnett, a former hard- 
ware merchant of Decatur, IIl., died 
recently at his home there. He had 
been a resident of Decatur all his life. 
and is survived by a widow, one son 
and daughter. 

Frank Kelton, former secretary of 
the Kilbourne & Jacobs Co., Columbus, 
Ohio, died suddenly at his home in that 
city recently. 





Coming Hardware Conventions 


AUTOMOBILE ACCESSORIES BRANCH OF 
THE NATIONAL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Coliseum, 
St. Louis, Mo., Nov. 30, Dec. 1, 2, 3, 
1920. Headquarters, Hotel Statler. T. 
James Fernley, secretary-treasurer, 505 
Arch Street, Philadelphia, Pa. 


TEXAS HARDWARE & IMPLEMENT As- 
SOCIATION CONVENTION, Dallas, Jan. 18, 
19, 20, 1921. Hotel headquarters, Adol- 
phus Hotel. A. M. Cox, secretary, 1808 
Main Street, Dallas. 


PACIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Seattle, Wash., Jan. 18, 19, 20, 21, 1921. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 


WESTERN RETAIL IMPLEMENT, VEHI- 
CLE AND HARDWARE ASSOCIATION CON- 
VENTION, Kansas City, Jan. 18, 19, 20, 
1921. H. J. Hodge, secretary, Abilene, 
Kan. 


MIssouRI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Planters Hotel, St. Louis, Jan. 25, 26, 
27, 1921. F. X. Becherer, secretary, 
5106 N. Broadway, St. Louis. 


MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Brown Palace Hotel, Denver, Col., Jan. 
25, 26, 27,1921. W. W. McAllister, sec- 
retary-treasurer, Boulder, Col. 


KENTUCKY HARDWARE AND IMPLE- 
MENT DEALERS’ ASSOCIATION CONVEN- 
TION AND EXHIBITION, Armory, Louis- 
ville, Jan. 25, 26, 27, 28, 1921. J. M. 
Stone, secretary-treasurer, Sturgis. 

INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 
TION, Jan. 25, 26, 27, 28, 1921. (Place 
to be announced later.) G. F, Sheely, 
secretary, Argos. 

OREGON RETAIL HARDWARE & IMPLE- 
MENT DEALERS’ ASSOCIATION CONVEN- 
TION, Portland, Jan. 25, 26, 27, 28, 1921. 
E. E. Lucas, secretary, Hutton Build- 
ing Spokane Wash. 

WEST VIRGINIA RETAIL HARDWARE 
DEALERS’ ASSOCIATION CONVENTION AND 
EXHIBITION Huntington, W. Va., Feb. 
1, 2, 3, 1921. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton, 
Ohio. 

WISCONSIN RETAIL HARDWARE Asso- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 2, 3, 4, 1921. P. J. 
Jacobs, secretary, Stevens Point. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Philadel- 
phia Commercial Museum, Philadelphia, 
Feb. 8, 9, 10, 11, 1921. Sharon E. Jones, 
secretary, 1314 Fulton Building, Pitts- 
burgh. 

MICHIGAN RETAIL HARDWARE Asso- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 8, 9, 10, 11, 1921. 
Arthur J. Scott secretary, Marine City. 
Earl S. Judson exhibit manager, 248 
Morris Avenue, Grand Rapids. 


OKLAHOMA HARDWARE AND IMPLE- 


MENT ASSOCIATION CONVENTION, Okla- 
homa City, Feb. 8, 9, 10, 1921. W. B. 
Porch, secretary-treasurer, Oklahoma 
City. 

NortH DAKOTA RETAIL HARDWARE 
ASSOCIATION AND EXHIBITION, Fargo, 
Feb. 8, 9, 10, 11, 1921. Exhibit will be 
held in the Municipal Auditorium, Feb. 
8,9, 10. C. N. Barnes, secretary, Grand 
Forks. 

CALIFORNIA RETAIL HARDWARE & IM- 
PLEMENT ASSOCIATION CONVENTION, San 
Francisco, Feb. 15, 16, 17, 1921. Le Roy 
Smith, secretary, 112 Market Street, 
San Francisco. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Ill., Feb. 15, 
16, 17, 1921. Leon D. Nish, secretary, 
Elgin. 

MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION St. Paul Audito- 
rium, St. Paul, Feb. 15, 16, 17, 18, 1921. 
H. O. Roberts, secretary, Metropolitan 
Life Building, Minneapolis. 

OHIO RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION Colum- 
bus, Feb. 15, 16, 17, 18, 1921. Hotel 
headquarters, Deshler Hotel. Exhibi- 
tion in Memorial Hall. James B. Car- 
son, secretary, Dayton. 

NEW ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics’ Building, Boston, 
Mass., Feb. 21, 22, 23, 1921. George A. 


Fiel, secretary, 10 High Street, Boston. 

IowA RETAIL HARDWARE ASSOCIATION 
AND EXHIBITION, Des Moines, Feb. 22, 
23, 24, 25, 1921. A.R. Sales, secretary- 
treasurer, Mason City. 

SoutH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Sioux Falls, 
Feb. 22, 23, 24, 25, 1921. H.O. Roberts, 
secretary, Metropolitan Life Building, 
Minneapolis, Minn. 

New York STATE RETAIL HARDWARE 
ASSOCIATION, INC., CONVENTION AND 
EXHIBITION, Rochester, Feb. 22, 23, 24, 
25, 1921. Hotel headquarters, Powers 
Hotel. Exhibition at Convention Hall 
and Annex. John B. Foley, secretary, 
607-608 City Bank Building, Syracuse, 
Ns 3 

PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., May 9, 10, 1921. Troy Thomp- 
son, secretary-treasurer, Dalhart, Tex. 

HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION AND EXHIBITION, 
Greensboro, N. C., May 10, 11, 12, 13, 
1921. Headquarters, 0. Henry Hotel. 
T. W. Dixon, secretary-treasurer, Char- 
lotte, N. C. 

SOUTHEASTERN RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION, composed of 
Alabama, Florida, Georgia and Tennes- 
see Convention and Exhibition, Atlanta, 
Ga., May 17, 18, 19, 20, 1921. Walter 
Harlan, secretary, 701 Grand Theater 
Building, Atlanta, Ga. 


Illinois Has Dealer Owned Jobbing House 


HE Central States Hardware Co., 
with temporary offices and ware- 
rooms at 62 East Lake Street, Chicago, 
has received its charter of incorpora- 
tion, elected its officers and is now func- 
tioning as a dealer owned jobbing house. 
The Central States Hardware Co., in 
its buying and selling, is said to be an 
independent concern, and not in con- 
cert with any association of jobbing 
houses. In selling to its stockholders 
and to other cash discount accounts it 
is said to advocate the purchase of 
standard lines of hardware in prefer- 
ence to any special or private lines. 
The newly elected officers are: C. T. 


Woodward, president, Carlinville, IIl.; 
Frank Burke, vice-president, Wauke- 
gan, Ill.; E. M. Healey, treasurer, Du- 
buque, Ia.; A. S. Bailey, secretary- 
manager, Chicago, III. 

The board of directors consists of the 
president, vice-president, treasurer and 
Messrs. L. A. Flanegin, Logansport, 
Ind.; E. Hackley, Earl Park, Ind.; F. 
E. Strong, Battle Creek, Mich.; W. J. 
Stebbins, Chicago, Ill.; A. J. Sprang, 
Richland Center, Wis., and Roy R. Wil- 
son, Decatur, Il. 

The executive committee consists of 
the president, treasurer and W. J. Steb- 
bins. 


PITTSBURGH ASSOCIATION MEETS 


A. D. Sallee, vice-president of the 
Farmers’ National Bank, Pittsburgh, 
was the principal speaker at the regu- 
lar monthly meeting of the Pittsburgh 
Retail Hardware Dealers’ Association, 
held at Hotel Chatham, Pittsburgh. 
Friday evening, Oct. 22. Mr. Sallee 
gave a very interesting talk on financial 
conditions in the country at the present 
time, and urged the members of the as- 
sociation to give very earnest attention 
to their accounts and to collections, as 
this was no time to become oversup- 
plied. He also stated there was no occa- 
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sion for uneasiness about the outlook and 
that no trouble could possibly happen 
if business men in general sat still 
and did not “rock the boat.” 

Earnest Johanneson, of Baltimore, 
vice-president of the Pennsylvania and 
Atlantic Seaboard Harbor Association, 
was a visitor and addressed the meet- 
ing. Sharon E. Jones, secretary of the 
State association; George Sprouls, 
Claysville, Pa.; Lewis Heckler, of 
Heckler Bros., Pittsburgh, and George 
F. Tegan, of Harpware AGE, also 

(Continued on page 104) 
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Advertising That Takes Advantage of the Declining Market— 
A “Peppy” Pipeless Furnace Ad—Notes on a Store Paper 


In Line with the Lower Price Trend 
No. 1 (cols. x 15 in.) 


The Payne Hardware Co., Inc., Og- 
densburg, N. Y., sent us this ad and 
want our opinion on it. 

Since we have given more and more 
publicity to the dollar sale we nave 
noted that hardware dealers are using 
these sales in increasing numbers. 

It is the introduction to this particu- 
lar sale ad, however, that sets it apart 
from the usual dollar day sale. The 
dealer refers to commercial unrest and 
a falling market, and therefore antici- 
pates the public belief in and desire 
for lower prices. 

This ad puts the hardware dealer in 
line with those who are bidding for 
trade on the basis of lower prices, and 
it is a move in the right direction. 
Lower prices must come, and have come, 
and lower prices will mean better busi- 
ness. Purchasing power which has been 
pent up for months will be released and 
dealers will do a bigger business than 
before. Their profit per sale may not 
be as much, but their profit on volume 
will be more. 

The statements made in the opening 
talk, however, are conservative, and 
emphasize the fact that to the best of 
the dealer’s knowledge hardware prices 
are standing firm, thereby making the 
dollar day sale items specially attrac- 
tive. 

The layout of the ad is very good, 
and altogether we consider that the 
Payne Hardware Co. has put out an 
ad which will make a big impression 
locally. It certainly is a hint and a 
working idea for the hardware dealer 
who realizes that the most popular 
news of to-day is “lower prices.” 

The Pipeless Is a “Pipe” 
No. 2 (3 cols. x 8 in.) 

Recently we visited a friend living in 
the suburbs. He has a pipeless furnace 
in his house, built a year ago. Know- 


ing that he went through the rigors of 
last winter with the rest of us, we 


asked him how the pipeless functioned. 

We went about the matter tactfully 
and with some hesitation, for we didn’t 
really believe that pipeless furnace out- 
fit was in a class with a honest-to-good- 
ness set of hot water radiators, or a 
husky furnace with a set of pipes. 

But we got some surprise. To make 


a long story short, this suburbanite 
wouldn’t let you take out his pipeless 
and put back a regulation outfit. He 
says it’s not only a bearcat heater but 
simplicity itself. No pipes to lovingly 
wrap asbestos about, no dust, no plumb- 
ing, a cool cellar and a big saving in 
building the house. 





_ To Get Ideal Heat 


While in Evansville it will pay 


 ‘ Mapaliberen We’d Like To Show YouHow 


orie’”’ Pipeless Furnace. We'll be ready to answer all questions. 'This 
is national-‘‘Caloric’”’ week, and thousands of additional homes will have 
real ideal heat this winter, as a result. 


Some Real Reasons 


For Your Home 
you to visit our exhibit of the ‘‘Cal- 





Requires 


house. 


less trouble 





Why You Should Buy a ‘‘Caloric”’ 


The CALORIC conserves health by g FR 
pees of circulated moist, warm air the 
ouse. 


Heats from one to 


to obstruct the cellar. 
Keeps the dust, and dirt of fuel and ashes ont of the 


Does not heat the 
of perishable product 

Maintains the proper fire with very little attention. All 
drafts regulated from floor above. 

Reduces coal bills. No beat is lost through .radistion in 
the basement and walls. 

Can be installed in any old buildings without the neces- 
sity of costly repairs. Can be placed in new buildi 
manufactured. 

Its low cost places it within the reach of thousands of 


bome owners who have been forced to rely upon inadequate 
stove heating. 


BUY IT OF BUSH 


“Bverything in Hardware, Houseware, Cutlery and Teele”! 


teen room with only one’ register. 
only a minimum amount of: space. ‘No pipes 


cellar, thereby permitting the storage 
in the b t. 





with 


and expense than any other type of furnace 


ad Nal 








More thoughts on pipeless furnaces 
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Specials For Dollar Day Only 


FOREWORD:—This is a period of commercial unrest, filled with rumors as to.a down- 
ward market in the very near future. We have given the matter severe study and we can 
assure you that while there may be a downward tendency in seme branches of merchan- 
dise, the Hardware and House Furnishings market is even firmer than a year ago and will 


be firm for several seasons to come, owing to the diverse a= 


ant f - 


that act as a foundation to these branches. The ~ereb- 


far less than the listed cost of &- * am ~~? 
HAVE var 


An ad having to do with present market 
conditions 


Just read this ad of the E. M. Bush 
Co., Evansville, Ind., and get ALL the 
pipeless furnace points. There’s cer- 
tainly a lot of prospects for pipeless 
furnaces, especially in rural districts, 
where farmers are getting tired of the 
annual rite of setting up stoves and 
taking them down again in the spring. 

And the popularity of the small house 
is creating a larger demand for a sim- 
plified and inexpensive system of home 
heating as exemplified by the pipeless 
furnace. 

If you haven’t looked into this pipe- 
less furnace business, it will pay you 
to get busy and investigate. 

Portable Heat 
No. 3 (2 cols. x 4 in.) 

Speaking of heat, pipeless furnaces, 
et al., there’s one thing the most elab- 
orate and scientific heating systems 
have never been able to do away with— 
the portable oil heater. 

There’s an oil heater in the $90 apart- 
ment with its 90 tons of coal in the 
cellar; there’s one or maybe a dozen in 
town magnate’s home on the hill; there’s 
one in John Smith’s new home, and 
there’s one wherever you find a family. 

There’s always a room that’s hard to 
heat and when somebody else furnishes 
the heat there’s apt to be a difference 
in opinion as to the proper temperature 
that should be maintained at all times 
and the oil heater is always ready to 
solve the difficulty. 

So here’s an oil heater ad from Fos- 
ter-Farrar Co., Northampton, Mass. W. 
W. Darby, the hustling adman for the 
firm, wrote it, and he reports that it 
did the work. 

Tell your trade that you have port- 
able oil heaters and they’ll tell you 
where to send them 

Two Years Old 
No. 4 (8 in. x 11 in.) 

We got a letter the other day with 
the current number of a hardware store 
paper which we always read from cover 


to cover. The letter was from the 
Whitesell Hardware Co., 
Fla., and the writer was Charles A. 
Campbell, the editor of “Whitesell’s 


Hardware Hustler.” 
If you are sort of 


“wiggling and 





Save Doctors’ Bills 


by keeping your house warm 


Use a Perfection Heater 


These chill mornings and evenings to heat the 
bath room, bed room, dining room or nursery. 
A Perfection Heater does not smoke or’ smell 
—is easy to move from room to room and costs 
very little to operate. Saves on Coal. 


Let us show you a Perfection. 


FOSTER-FARRAR CO. 


Telephone 1 Opposite Draper Hote 
Open ane Eventus 1023 Main Str-~. 











Ileat you can carry anywhere 


wobbling” about publishing a_ store 
paper it might do you good to read the 


letter. Here it is: 

Oct. 16, 1920. 
HARDWARE AGE, New York. 
Gentlemen 


Abcut two years ago, through the 


Clearwater, 
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influence of HARDWARE AGE, we were 
induced to start publishing a store 
paper. We called our paper r “White- 
sell’s Hardware Hustler’ from the 
start, and from it we have obtained 
the greatest kind of publicity. 

We think it the best advertising we 
do. After every issue we receive 
many compliments, and the whole 
town and country about us talks 
“Hustler” for weeks. 

Lots of people tell us the October 
number is the best we have ever put 
out. You will notice that the first 
page is in red, as well as black, 
which adds to the appearance. 

Yours very truly, 

WHITESELL HDWE. CO., 

(Signed) CHaAs A. CAMPBELL, 
Editor. 

A lot of thoughts and statements in 
this letter ought to be underscored, but 
we reproduce the letter and believe it 
will talk loud enough for the store 
paper without any embellishments of 
our own. 

The issue referred to is certainly a 
dandy. It consists of eight pages and 
each page is nicely balanced as regards 
reading matter, ads and ad cuts. We 
reproduce the editorial page of the 
paper and if you'll read it carefully 
you’ll discover one of the main reasons 
why the Hustler has got such a hold 
on the people of Clearwater. 

Maybe you would like to have a com- 
plete copy of the very interesting Oc- 
tober number. Write Mr. Campbell, 
enclosing postage, and we believe he 
will accommodate you. 


Has Canadian Branch 
Manufacturing operations have al- 
ready begun in the new Canadian plant 
of the Detroit Twist Drill Co., Detroit, 
Mich., located at Walkerville, Ont. This 
new factory will be operated as the 

Canadian-Detroit Twist Drill Co. 
The officers and executives of the Do- 
minion branch, which has been incor- 
porated, will be Muir B. Snow, presi- 
dent; ‘Lewis H. Jones, vice-president; 
H. H. Sanger, treasurer; P. C. Hill, 
secretary; R. A. B. Goodman, manager, 
and George Johnston, superintendent. 


WHITESELL’S HARDWARE HUSTLER - 





Hardware Hustler W#*N DISCOURAGED 


A Store Paper Published occasionally 


__THINK OF ABE 


in the ipterest of the 
WHITE6ELL HARDWARE COMPANY 
Clearwater, Florida 
Yearly Subscription .. Your Good Will 


Chas. A. Campbell, Editor 








VRANK J. BOOTH, 
THE BOY MAYOR 


Little Frank Booth, born in the 
woods out from Clearwater and rais- 
ed in Clearwater. playing baseball and 
ridine bicycles for pastime. on the 
race tracks. has grown up to be a 
man now, and is at the head of our 
city vovernment, as mayor. Frank is 
everybody’s friend, and Clearwater is 
proud of him, proud of the whole 
city in his hands. Frank has the ves: 
maurance business in this oart of the 
state and from all appearances is 
making money. He is a smart busi- 
ness man, and the city of Clearwater 
is fortunate in having such a man at 
the head of its government. Frank 
deserves much credit and the Hustler 
takes off its hat to him. 

poo ae 


Unlike most newspapers the Hust- 
ler believes in saving . good things 
about people while they are still liv- 
ing. Most newspapers wait until a 


When things seem to be going back- 
wards with you; when everything that 
you attempt to do seems to fail, when 
vou are about ready to give up in des- 
pair, just think what A*e did and kee® 
hustling. 

When Abraham Lincoln was 
voung man he ran for the legislature 
in Illinois, and was badly swamped 
He next entered business. failed, 
spent seventeen vears of his life »ay- 
ing up the debts of a worthless part 
ner. He was in love with a beauti- 
ful young woman to whom he became 
engaged—then she died 

Later he married a women who was 
a constant burden to him. 

Entering politics again, he ran for 
congress and again was badlv defeat- 
ed. 

He then tried to ~et an appointment 
to the United State« land office but 
failed. 

He became a candidate for the U. 
S. Senate and was badlv defexted. 

In 1858 he was defeated t 
One failure after another—bad fail- 
ures—great setbacks. In the face of 
all this he eventually became one of 
the country’s greatest men, if no’ the 
svechest—(Red Ste Star N News) 
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Ideal Fireless Cooker, 

The standard Fireless - Cook. 
This stove will cook your meals 
while you sleep or are doing your 
other work. 

Come in and see it. 


WHITESELL HDW. CO. 





Two years old—gotng stronger than ever 
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Monthly Market Summary 


with it a number of price re- 

ductions in many lines of 
merchandise outside of hardware, 
which, combined with the general 
reluctance of bankers to extend 
credit, caused temporarily a con- 
siderable degree of uncertainty and 
hesitation in practically all lines of 
business. 

Hardware was affected by these 
conditions to a much smaller ex- 
tent, perhaps, than many other 
branches of business, although it 
would be erroneous to draw the 


ie month of October brought 


conclusion that the hardware trade 
has not felt in various ways both 


the benefits and the evils that grow 
with uncertainty and hesitation in 
business. 

Reports from all sections of the 
country clearly indicate that there 
is no actual depression in the hard- 
ware trade. Following the uncer- 
tainty that marked the first weex 
or ten days of the month when 
business, especially in jobbing cir- 
cles, was reported to be somewhat 
dull, there was an increasing ten- 
dency toward better conditions, in 
both the wholesale and retail trade. 

Buying on the part of retailers, 
however, was characterized by 
proper caution and conservatism, 
which, in the opinion of many au- 
thorities, will probably continue for 
some time to come. October wit- 
nessed relatively little speculation 
of any kind in any of the so-called 
hardware “shortages,” such as was 
more or less prevalent, for in- 
stance, a short time ago in the nail 
market. 


Shortages Still Prevail 


The supply of nails and wire 
products generally is still reported 
to be far from adequate, and from 
all authoritative sources of infor- 
mation it is reported that more time 
will probably be reauired than thas 
been commonly anticipated before 
ample supplies will again be on the 


market. The demand for all types 
of wire goods during October was 
essentially active and made itself 
especially felt because of the many 
embarrassing shortages. Bolts and 
nuts have also been mentioned, by 
jobbers in all parts of the country, 
as being in very large demand, but 
exceedingly difficult to get in any 
satisfactory quantities. 

Turning to automobile acces- 
sories, there was for a time rather 
a falling off in this line, but recent 
reports seem to show that the de- 
mand for accessories, with the pos- 
sible exception of tires, has de- 
cidedly improved. Jobbers have 
not hesitated to say that acces- 
sories constitute one of the most 
profitable departments of _ their 
business, and many retailers have 
likewise borne the same testimony, 
which would seem to indicate that 
conditions in the accessories line 
are fundamentally healthy. 


General Business Active 


From the central and far west- 
ern States reports state that deal- 
ers and jobbers ‘are’ enjoying 
eminently active and satisfactory 
business. Bumper crops have stimu- 
lated buying among the farmers for 
all sorts of hardware and special- 
ties. The only semblance of a 
complaint from the great farming 
regions is that the demand for 
goods woefully exceeds the supply. 

From the South come reports of a 
slightly different nature. Peculiar 
conditions of both an economic and 
a political tincture existing in the 
cotton belt have not been particu- 
larly favorable to business, al- 
though hardware in the South is in 
good demand. 

In the New England States busi- 
ness conditions throughout the 
hardware trade are reported to be 
good in every respect. The New 
England market, as far as stocks 
are concerned, is said to be in a 
healthy condition. and the retail 
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turnover, with few exceptions, is 
reported to be excellent. 

In the Middle Atlantic group 
buying activity is increasing, al- 
though still affected quite a bit by 
the “hand-to-mouth” buying policy 
that has prevailed in this section 
for several weeks. 

Jobbers and dealers alike in all 
parts of the country say that col- 
lections have been, for the most 
part, in every sense gratifying. 

Everything seems to _ indicate 
that retailers are disposing of 
goods about as fast as they receive 
them, and are accumulating stock 
slowly. Some firms are reported to 
have been over-stocked, but in the 
majority of cases the average 
policy has been to keep stocks well 
assorted, and as far as expedient 
down to the minimum of actual re- 
quirements. 

As reported in the Jobbers’ Con- 
vention Issue of HARDWARE AGE 
last week, the consensus of opinion 
in the hardware trade is conserva- 
tively optimistic as business condi- 
tions are basically sound. 


Sales Increase 10 to 25 Per Cent 


There is every reason to believe, 
basing a conservative estimate on 
information received from widely 
diversant sources of information, 
that the total sales of hardware 
through wholesale distribution dur- 
ing October, 1920, averaged approxi- 
mately 10 to 25 per cent better than 
the total average sales during the 
same month of last year, which in- 
cidentally takes into consideration 
the fact that prices in many in- 
stances are higher this year than 
last. It should be understood, how- 
ever, that this is merely an ap- 
proximate average estimate, and 
probably could not be applied logi- 
cally to any particular locality. 

In conclusion it might be ob- 
served that hardware prices during 
October, with few exceptions, were 
generally firm. 
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Office of HAkvDWARE 
New York, 
HE beneficial effect of the con- 
ferences held at the Atlantic City 
Convention has already made itself 
felt to some extent in the New York 
hardware market. There seems to be 
a more bouyant and optimistic tone 
among jobbers generally which is also 
being reflected more or less among the 
retail trade. The general tone of the 
market has shown on the whole rather 
more stability during the past few 
weeks than has been felt for some 
time. 

Buying is still notably conservative, 
but the volume of spring orders that 
jobbers have accepted is reported to 
be eminently satisfactory in every re- 
spect. Deliveries are considerably bet- 
ter than they were, and collections, all 
along the line, are said to be fully up 
to par. 

The volume of sales during October 
in the New York hardware market was 
reported, by the majority of jobbers, 
to have exceeded the gross sales for 
the same month of last year, in spite 
of the fact that the first part of October 
was characterized by a good deal of 
uncertainty. It has been gratifying 
to observe the uncertainty that existed 
during the first part of the month 
gradually change into the conservative 
optimism that has done as much as 
anything else, perhaps, to stabilize 
general market conditions. 

A number of price changes were 
announced during the ‘past week, 
notable among which was the announce- 
ment that some of the manufacturers 
of bright wire goods have reduced their 
prices approximately 10 per cént. 
Authorities point out, however, that 
too much significance should not be 
attached to this reduction, as other wire 
products are not likely to be similarly 
affected for some time. 


Wooden faucets were advanced by 
some of the local jobbers 10 per cent. 
Swivels advanced 10 per cent. Closet 
seat hinges are now quoted by some 
of the local jobbers at $6 per doz, and 
spring hinges from $3.35 to $4 per doz. 
Blind S hinges are being quoted $1.65 
per doz. 

Awning hinges have been advanced 
10 per cent; awning rod sockets 15 
per cent; awning nut slides 30 per cent; 
cotter slides 15 per cent, and hand bells 
approximately 20 per cent. Wrought 
metal clothes line pulleys are being 
quoted by some of the local jobbers at 
$2.50 per doz. Rotary electric ring, 
steel nickel plated doors bells are being 
quoted at $6.25 per doz. Electric door 
openers with spring bolt to throw door 
open are being quoted at $36 per doz. 

Ash Sifters.—Ash sifters continue in 
favorable demand. Many of the local 
jobbers have already filled most of their 
large orders for these items. Prices 
are firm, and stocks are said to be some- 
what light in many quarters. 


Galvanized ash sifters f.0.b. New York, 
12 x 12 in., $2.71 per doz. Rotary ash sift- 
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loose, doz.; crated lots, $42-S46 
per doz. 

Axes.—The demand for axes seems 
to be increasing. Prices are firm and 


the local market fairly well supplied. 


ers, $39 per 


_ Long Island axes, polished bit, blue fin- 
ish, 30-in. handle, 24% to 3 Ib., $23.15 per 
doz.; 2% to 3 lb., same model, $23.15 per 
doz.; W. B. Chambers, Indian axes, tem- 
pered steel, polished bit, gold finish, 36-in. 
handle, 3 to 4 lb., $22.00 per doz.; Will Wear 
axes, Yankee pattern, tempered crucible 
steel, rustless black finish, $36 in. selected 
hickory handle, 3 to 4 Ib., $25.26 per doz.; 
Collins Connecticut pattern axes, wide bit, 
polished, blue finish, 2%-3%, $23.15 per doz.: 
Collins dock axes, polished steel bit and 
poll, painted red, 414-5 Ib., $23.15 per doz.; 
fire axes, tempered steel, polish bit, 34-in. 
handle, painted red, $30.00 per doz.; ice 
axes, 4 lb., polished blade, red finish, 30-in. 
handle, $26.50 per doz. 

Bolts and Nuts.—There has been no 
abatement in the demand for bolts and 
nuts and no appreciable improvement 
in the local supply. Many jobbers have 
expressed the opinion that it will be 
many months before an adequate supply 
will be obtainable. Prices are steady. 

Common carriage bolts, all sizes, are be- 
ing quoted list plus 15 per cent., although 
some jobbers are quoting flat list. Machine 
bolts, all sizes, list plus 5 per cent. Stove 
bolts, 50, 10 and 5 per cent to 60 and 5 per 
cent. Common tire bolts, 40 per cent. Sink 
bolts, 50, 10 and 5 per cent to 65 per cent 

Hexagon machine screw nuts, iron, 10 
per cent: brass, 4/32 to 8/32 


in., 50 per 
cent; 10/32 to 12 in., 331/3 and 5 per 
cent; 14/32 in., 3 


331/23 per cent. Stove rod, 
25 per cent Lock 


washers, 40 per cent 
Semi-finished hexagon nuts, 9/16 and 


smaller, 40 per cent: % and larger, 40 per 
cent Lag screws,, less 10 and 5 per cent. 

Toggle bolts, steel, bright finish, discount 
of 50 per cent. 

Christmas Tree Holders.—There have 
been rumors that there will be a short- 
age in this line before long because of 
the large demand that has already made 
itself felt and because of the difficulty 
some jobbers are experiencing in get- 
ting their orders filled for new ship- 
ments from the factories. Prices con- 
tinue unchanged. 
cast 
bronze, 


iron, 
$10 


Christmas tree stands, 
japanned, striped with gold 
per doz., to $16.75 per doz 


Curtain Rods and Poles.—The demand 
for these two items is not as active as it 
was a few weeks ago, but there is still 
a good deal of interest being shown 
both rods and poles in the local market. 
Jobbers’ stocks are said to be in good 
condition and prices are very steady. 


Prevailing quotations are: 1l-in. mahog- 
any and oak pole, 5%c. per ft.; 1%-in. ma- 
hogany and oak pole, per ft.; wooden 
curtain poles, brass covered, 1 in., 1I7!2c 
per ft.; same, 1% in., 22%c. per ft 

“Kirsch” single extension rods, 
finish, $3.20 per doz.; white finish, 
per doz.; brass, $3.20 per doz. Double 
tension rods, velvet finish, $6 per 
white, $8.70 per doz.; brass, $7.90 per 


Se, 


velvet 
$4.20 
eX- 
doz 
doz 


Cultivators —Orders and _ inquiries 
are still being received by New York 
jobbers for spring delivery on cultiva- 
tors. Prices prevailing are: 


Cultivator, with three forged steel prongs, 
4-ft. handle, made of ash, $8.88 per doz.; 
this model for hoeing and weeding; culti- 
vator, hand garden weeder and pulverizer 
with plow wheels attachment, 5 forged steel 
prongs, $12 per doz.; adjustable culti- 
vator, high earbon steel parts, 4. cold 
pressed teeth, malleable iron socket. $6.95 
per doz.; same with 9 teeth, $13.50 per 
doz. 

Furnace Scoops.—New prices are 


quoted herewith on furnace scoops, 


which are in moderately good demand. 
Furnace scoops, hollow back, black steel 
blade, D and long handle, $10.53 per doz. 
Same, riveted back, black steel blade, O 
and long handle, $14.21 per doz. 
Galvanized Ware.—There has been 
recently a slight improvement in the 
general tone of the galvanized ware 
market. Shipments are coming through, 
merchants say, with slightly better 
regularity, although they are more or 
less unanimous in pointing out that the 
present supply is inadequate for this 
section. Prices on galvanized sheet 
remain, for the most part, unchanged. 
Galvanized pails and tubs continue in 
good demand. Local jobbing stocks, 
generally, are relatively light. 
sheet is being 
2S gage, $10.00 to $11.50 
Galvanized pails, S-qt., $5; 
y $6.65; 16-qt., $8.90; 


; heavy, 16-qt., $12 
2, $18.60; No 


Galvanized quoted: 

per 100 
1)-qt., 
heavy, 
Wash tubs, N 
3, $22.50 


base 


per 


Grass Scythes.—Spring orders for 
grass scythes have been remarkably 
good, and most of the local jobbers say 
that they expect to be able to make 
spring deliveries on all orders they 
have accepted. 
steel blade, black 
weight, all 


Grass scythe, high grads 
finish, ribbed back, medium 
sizes, $20 per doz.; Big Chief grass scythe 
made from highest grade English steel 
polished web, double rib, $23 per doz 
english scythe with riveted back 
$27 per Bush seythe, high grade steel! 
blade, painted red, $21 per doz 


Garden Sets—There has 
good deal of attention given to garden 
sets by many of the spring orders that 
local jobbers have received. Prevail- 
ing prices in this section are as follows: 


erass 


doz.: 


been a 


Garden sets, 3-piece, 20-in. handles, steel! 
spade and hoe, malleable 5-tooth rake 
$1.75 per doz. Same, 30-in. varnished 
handles, 7-tooth rake, $4.00 per doz Same 
i-piece, steel, 48-in. handles, floral shovel 
ind 6§-tooth rake, 4-in. hoe and boys’ spad 
ing fork, $25 per doz 


Game Traps.—Some of the local 
wholésale firms recently received new 
shipments of traps, which is expected 
to partially relieve the shortage that 
exists in the local market, in several 
styles and sizes. There is not enough 
of a supply of -traps in the section, 
however, to warrant the belief that all 
of the demand can be taken care of this 
fall. Prices remain unchanged. 


Jump traps (Blake & Lamb), with chains, 

No. 0, $2 per doz.; No. 1, $2.95 per doz 
1%, $4.50 per doz.: No. 2, $7 per doz 

No. 3, $9.47 per doz.; No. 4, $11.07 per doz 

Triumph traps, with chains, No. 10, $1.85 
per doz.; No. 11, $2.15 per doz.; No. 11% 
$3.30 per doz.; No. 12, $4.60 per doz.; No 
13, $7.54 per doz.; No. 14, $9.40 per doz 

Victor traps, No. ©, $1.71 per doz.; with 
out chains, $1.34 No. 1, $2.01 per doz 
without chains, $1.52; No. 1%. $3.05 per 
doz.; without chains, $2.44 No. 3, with 
chains, $7.15 per doz No. 4, with chains, 
$8.60 per doz. No. 1 Giant, with chains, 
$2.66 per doz, 


Oneida jump traps, No. 9, with 
2.37 per doz.; without chains, $1.75 No 
$2.75 per doz.: without chains, $2.12. No 
$4.12 per doz.; without chains, $3.25 
12, with chains, $7.12. No. 91%, with 
$5.25 per doz. 

forks, 2 tines, 5% ft 
$14.11 per doz.; 3 tines, 
handle, $14.75 


chains 


1 
1%, 
No 
chains, 
Hay 
ferrule, 
ferrule, 5% ft. 


Garden Tools.—Interest in all items 
listed under this heading continues quite 


handle, plain 
strapped 


active on futures. Dealers are placing 
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their orders early but are ordering only 
what they anticipate that they will 
actually need. 


Malleable iron rakes, 10 tooth, $4.90 per 
doz.; 12 tooth, $5.35 per doz.; 14 tooth, 5.75 
per doz.; 16 tooth, $6.25 per doz. Wooden 
lawn rakes, 2 wood bows, 18 teeth, 5-ft. 
handle, varnished head, $5.75 per doz.; 
wooden lawn rakes, 3 metal bows, 24 teeth, 
bent handle, varnished head, $9 per doz. 
Wire lawn rakes, all steel, tinned, iron 
socket, wooden handle, 20 teeth, $7 per 
doz.; 24 teeth, $11.10 per doz. 

Spading forks D handle, strapped, malle- 
able, 4 tines, bronze finish, $12 per doz.; 
Wooden D handle, strapped, 4 tines, $18.20 
per doz.; 4 tines, extra heavy, wooden D 
handle, $18.89 per doz. 

Manure forks, 4 tines, 4%-ft. 
handle, $13.50 per doz.; 5 strapped 
ferrule, $17.29 per doz. 


strapped, 
tines, 


Grass Catchers.—Interest in these 
articles was recently stimulated some- 
what by the quotations of new prices, 
which show every tendency of continu- 


ing firm. 

Grass catchers, made of heavy white 
duck, heavy ir6én bottom, wire frame, ad- 
justable, one dozen to the box, for mowers 
12 to 16 in., $14 per doz.; same for mowers 
16 to 20 in., $17.25 per doz. 


Hammers.—This hardware _ staple 
continues in good demand, but the sup- 
ply in this section is reported as not 
over plentiful. Many of the factories 
are said to be still quite far behind 
on production and will require several 
months before they are able to fill all 
of the orders on their books. Prices 
remain unchanged. 


Nail hammers, drop forged steel, polished 
hickory handles, 1 Ib. 0z., $20 per doz.; 
ladies’ hammer, cast iron, full polished, 
ll-in. varnished handle, $1.15 per doz.; 
same, nickel plated, $1.65 per doz.; up- 
holsterer’s hammer, cast iron, nickel plated, 
12-in. varnished handle, $1.60 per doz.; tack 
hammers, with claw, cast iron, polished 
head, $1.50 per doz.; magnetic tack ham- 
mer, polished steel horse shoe pattern, 
magnetized, $5.25 per doz.; ‘Robertson’ 
horse shoe magnetic hammers, polished 
tool steel head, 12 in, handle, $8 per doz. 

3all Pein Machinists’ hammers, drop 
forged steel, face sides and pein polished, 
hickory handles—4 oz., 6 oz., 8 oz. and 
12 0z., $13.20 per doz.; 16 oz., $13.75 per 
doz.; 20 oz., $14.85 per doz. 

Riveting hammers, drop forged steel, 
hickory handles, 4 oz., $10.40 per doz.; 
7 oz., $10.90 per doz.; 9 oz., $11.40 per doz.; 
12 oz., $11.90 per doz.; 15 oz., $12.40 per 
doz.; 1 lb. 2 0z., $13.40 per doz.; 1 Ib. 4 oz., 
$14.40 per doz. 

Tinners’ setting hammers, square, forged 
steel, hickory handles, 8 oz., $11.40 per doz. 


Hack Saw Blades—Firm interest 
and steady prices prevail for this line. 
Star hack saw blades, regular tooth, 6 
$5.25 per gross; 7 in., $5.62 per gross; 

$6 per gross; 9 in., $6.75 per gross; 

, $7.50 per gross; 12 in., $9 per gross; 
tooth blades, 6 in., $5.25 per gross; 7 

.. $5.62 per gross. 

Hay Hooks.—Jobbers report that 
they have recently received many new 
orders for hay hooks which are’ promi- 
nently listed among the spring goods 
that are in excellent demand. 

Hay hooks, 8 in., $3.75 
hooks, octagon tool steel, long tapered 
points, hickory handles, steel ferrule held 
by rivet, $10.26 per doz.; case hooks, octa- 
gon steel, 10 in., $5.25 per doz. 

Hose Reels.—Quotations on hose 
reels are being given in the local mar- 
ket as follows: 


per doz.; case 


Hose reel, all metal, with channel steel 
frame, cast iron wheels, 9-in., corrugated 
steel drum, steel arms, capacity 110 feet 
of %-in. hoze, 1/6 doz. bundles, $25.60 
er doz. Reel with large wheels measur- 
ng 21% in. in diameter, steel rods electri- 
cally welded together, galvanized steel 
drum, handle 28 in. long, in % doz. bundles, 
$33 per doz. Reel with all metal tubular 
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frame, corrugated, galvanized steel drum, 
tubular steel wheels, height of reel 21 in., 
capacity 100 ft., $51 per doz. Same with 
height of reel 24 in. and capacity 150 ft., 
$58 per doz. 

Ice Skates.—Buying is very brisk in 
this line and it has been predicted by 
some of the local authorities that ice 
skates will be scarce this winter. Some 
of the jobbers say that a shortage al- 
ready exists in many sizes. 

Ice skates, runners of cast steel, polished, 
$1.04 per pair; ladies’ style, $1.31. Men’s 
hockey skates, cast steel blades, nickel 
plated, $1.40 per pair; ladies’, same, $1.83 
per pair. Hardened steel blades, nickel 
plated, $1.88 per pair; girls’, same, $2.48. 
Tempered steel blades, extra polished, full 


nickel plated, all sizes, $2.75 per pair. 


Lanterns —It is still difficult to ob- 
tain many styles of lanterns in the 
local market and few are in a position 
to forecast the possibilities in this line 
for the coming winter. Manufacturers 
are said to have extreme difficulty get- 
ting materials. 

Hy-Lo tin lanterns, $9 per doz.; Victor 
tin lanterns, $9.25 per doz.; Monarch tin 
lanterns, $10.25 per doz.; Junior Brass lan- 
terns, $18 per doz.; Blizzard tin lanterns, 
$14.25 per doz.; Buckeye Dash lanterns, 
$14.25 per doz.; Roadster wagon lanterns, 
$18.25 per doz.; Eureka driving lanterns, 
plain lens, $19 per doz.; watchman’s mill 
lanterns, enamel finish, $25 per doz.; Im- 
perial platform lanterns, $9.75 each. 

Linseed Oil.—The linseed oil market 
continues very weak. Large buyers are 
not active. Most of the buying that is 
being done in this section is for small 
lots, and even that is reported to be 
very much of a hand-to-mouth nature. 
The price trend is still downward, and 
price fluctuations will probably con- 
tinue to characterize the market for an 
indefinite period. Some authorities are 
of the opinion that large buyers will 
not deviate from their present policy 
until after the first of the year. Crop 
reports are considered fair. 

Spot quotations for nearby deliveries in 
carload lots range from 97 cents to $1; for 
lots of more than 5 bbl. the range is from 
$1.03 to $1.07, and for lots of less than 5 
bbl. $1.06 to $1.10. Oil in half barrels is 5 
cents extra, boiled oil is 2 cents extra and 
double boiled oil is 3 cents extra. 

Nails.—In the lessening of the de- 
mand for nails is was expected that 
there would be some improvement in 
the local supply. Although there has 
been some improvement of stocks in 
store it has been so slight, in propor- 
tion to what is normally considered 
adequate, that it is actually negligible. 
Manufacturers say that it is impossible 
to predict when production will be 
ample to supply the general market. 

Current prices prevailing in this section 
vary considerably. For wire nails the 
prices range from $6.75 to $8 base per keg. 
For cut nails (which are almost off the 
local market entirely), prices range from 
$5.25 to $9.75 base per keg. It should be 
further noted that only small lots are ob- 
tainable anywhere in this section. 

Wire brads and nails in 1-lb. packages 
are quoted by local jobbers 60 and 10 per 
cent. Quarter lb. papers take a discount 
of 60 and 10 per cent. Galvanized nails, 
25-lb. boxes, 4D, $10; 6D, $9.90; 8D, $9.80: 
10D, $9.75; 20D. $9.70. Galvanized roofing 
aaee 1 x 12, $11; plain roofing nails, 1 x 12, 


Naval Stores.—The total volume of 
business in the naval stores market is 
reported to be very small, although 
the demand for turpentine has slightly 
improved. There is a general feeling 
among many of the larger distributers 
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that when industrial conditions have 
been improved there will be a ready 
market for both rosin and turpentine. 


Turpentine, per gal., yard basis, is being 
quoted locally at $1. Rosin, on a basis of 
2:0 Ib. per bbl. is being held from B to N 
ry at $12.75 yard basis. WW is quoted 
at $13. 


Nut Crackers.—The demand for these 
articles is fair with prices firm. Most 
of the local dealers have had their 
stocks of fall goods delivered. 


Nut crack set, steel nut crack, 5 in., with 
spring, 6 picks, $3.60 per doz. sets. Cast 
iron, nickel plated nut crack, 65c. per doz. 
Iron crack, aluminum finish, with table 
qjamp, $12 per doz. Cast iron, japanned, 
with 10-in. wooden base, $4.80 per doz. 


Rubber Garden Hose.—Garden hose 
has received a good deal of attention 
from dealers for spring deliveries. 
Prevailing prices being quoted are: 


Garden hose, in 50-ft. lengths, Good Luck 
brand, 6-ply, 14%c. per ft.; Bull Dog brand, 
7-ply, 19¢c. per ft.; Acme wire bound, 4-ply, 
%, in., 17%c. per ft. 


Garden Hose Accessories.—Some of 
these items are in demand at the present 
time, although the bulk of this busi- 
ness is being done on futures. Prices 
are steady. 


Rubber hose washers, for %-in. hose, 1 
lb. to the box, 55c. per pound. Brass hose 
clamps, wrought metal, with bolt, 1 gross 
to the box, for %-in. or %-in. hose. 

Brass hose couplings, cast iron for %4-in. 
and %-in. hose, or wrought iron for %-in. 
hose, at $2.10 per doz. 


Rope.—Little change has occurred 
in the local rope market, and prices are 
being held as firmly as possible. There 
have been rumors that price changes 
are to be expected before very long, 
although it has not yet been possible 
to verify these statements. Prevailing 
prices are: 


Jute rope, No. 1, 21%c. to 22%c.; No. 2, 
20l%ec. to 21%c.; jute twine wrappings, best 
grade, 32c. to 37c.; India hemp twine, 6-in. 
26c to 28c. Manila rope, best grade, 28c. 
to 28%c.; hardware grade, 25c. to 26\4c.; 
bolt rope, 33c. to 33%c.; sisal rope, pure, 
%-in., 19c. to 22%c.; lath yarn, first grade, 
20c. to 21c. 


Screws.—The demand for screws of 
all kinds has shown no abatement. 
Jobbers report that they continue to 
have difficulty in getting enough screws 
to meet their requirements. Prices are 
quite firm. 


Assorted wood screws, bright, 12c. per 
lb.; dowel screws, 1% in., bright iron, 38c. 
per gross; same, 2 in., 55c. per gross; metal 
side knob screws, iron blued, 38c. per gross; 
same in brass, 95c. per gross; assorted iron 
set screws, packed in boxes of 50, $1.10 per 
box; same, in boxes of 100, $2.25 per box; 
hexagon head cap screws, assorted in boxes 
of 50, $1.70 per box; same, in boxes of 100, 
$3.50 per box; flat head, bright, 67% per 
cent— 15 per cent; same, galvanized, 52% 
per cent—15 per cent; round head iron 
screws, blued, 65 per cent—15 per cent; 
same, nickeled, 55 per cent—15 per cent; 
round head brass screws, 57% per cent— 
15 per cent; flat head brass screws, 60 per 
cent—15 per cent; round head nickeled brass 
screws, 52% per cent—15 per cent; machine 
screws, iron, 50 per cent—10 per cent; same, 
brass, 50 per cent; thumb screws, list plus 
30 per cent; iron set screws, 40 per cent. 


Spades—There is a good deal of 
interest being manifested by spring 
buyers for spades of all descriptions 
which are being quoted as follows: 


Boys’ spades, black steel blade, riveted 
back, D handle, $14.13 per doz. Same full 
size, D and long handle, $14.13 per doz. 
Beach spades, galvanized blade, plain han- 
dle, $1.50 per doz. Same, bright steel blade, 
T handle, varnished, $2.75 per doz. Floral 
spades, solid steel, round point, iron D 
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handle, gold bronze finish, $7.40 per doz. 

Sliding T Bevels.—New prices became 
effective recently on these articles 
which are in moderate demand. 


Sliding T bevels, tempered steel 
rosewood handles, brass tipped, brass 
thumb screws, 8 in., $6 per doz. Same, 
10 in., $6.20 per doz. Same, 12 in., $7 per 
doz. 

Stove Pipe.—Stove pipe is quite active 
although many dealers have already 
received their requirements. Prices 
are unchanged. 

Stove pipe, 4-in., $3.75 per doz. lengths; 
j-in., $4.25 per doz. lengths; 6-in., $5 per 
doz. lengths. 


blade, 


BATT Ue eee 


New 


With no increase in new business, 
the downward tendency of iron and 
steel prices has been more pro- 
nounced. In coke, which has been 
the key to high pig iron prices for 
months, the week has brought a 
further decline of $4 a ton, making 
a total of $6 in two weeks. Pig 
iron in turn is $2 to $3 lower and in 
billets and in several finished steel 
products, notably plates and bars, in- 
dependent producers have come closer 
to the Steel Corporation’s prices. 

More mills have reduced output. 
Some of the lesser steel plants in 
the Pittsburgh and eastern Ohio dis- 
tricts have been more than 50 per 
cent idle and six blast furnaces in 
those districts have blown out. While 
the Youngstown plant of the Car- 
negie Steel Co. is operating but half 
its open-hearth furnaces, the com- 
pany as a whole is running to 80 per 
cent of its steel capacity and 40 of 
its 59 blast furnaces are producing. 

No change has been made in the 
Steel Corporation’s price policy and 
any expectations of an advance by 
the corporation still center in rails, 
concerning which an announcement. 
is looked for before the end of the 
year. 


Elbows, 4-in., $2.75 per doz. lengths; 4%4- 
in., $2.95; 5-in., $3.15. 

Shovels.—There seems to be a. good 
deal of interest in some quarters for 
shovels for immediate delivery, al- 
though the principle part of the shovel 
business is reported to have been closed. 
Prices are firm. 


Maynard pattern No. 2 size, solid socket 
shank, high carbon steel, full polished, 
square and round point, D handle, $18.94 
per doz. Round point, D and long handles, 
full polished, plain back, No. 2 size, $14.76 
per doz. Same, with square point, $15.71 
per doz. Bakers’ shovel, black steel blade, 
riveted back, 6 ft. handle, $20.50 per doz. 
Same, with 8 ft. handle, $23.50 per doz. 

Snow Shovels.—Stocks are low in 
snow shovels, jobbers say, and as a re- 
sult the demand is very active. Quota- 
tions are being given as follows: 

Prevailing prices f.o.b. New York, are: 
Two riveted steel snow shovels, 14 x 11%- 
in. blade, $9 per doz.; 2 riveted steel snow 
shovels, 15 x 11%-in. blade, long square 
handle, $11.25 per doz. Galvanized, 21% x 
l6-in. blade, reinforced back, straight 
handle, $17 per doz. 
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Snow pushers, 24 x 13 x 1!/2-in., $36 per 
doz.; snow pusher, 30 x 13/2 x 1'/2-in., $40 
per doz. 

Side Walk Scrapers.—More or less 
the same condition prevails for scrapers 
as was stated in connection with snow 
shovels, although some firms in this 
section report that their stocks are 
reasonably good. Prices are unchanged. 

Prevailing prices, f.o.b. New York, are: 
Solid shank, 6% x 5% blade, 4-ft. handle, 


$6.25 per doz. Solid shank, 


extra quality, 
7 x 6 blade, 4-ft. handle, $7.50 per doz. 
Extra heavy socket, 7 x 6 blade, 4-ft 
handle, $10.40 per doz. 


Try Squares.—New prices are quoted 


Price Declines; Coke $4 Lower and 


(From The Iron Age) 


The unevenness in order books, 
with the passing of a “scarcity” 
market, has caused a sharp cut in 
prices here and there. At Pittsburgh 
one bar maker, in need of tonnage. 
took orders for several days at the 
Steel Corporation’s price of 2.35c. 
and then went back to a minimum 
of 3c. On the Pacific Coast one 
seller went to 4.25c. for steel bars, 
equivalent to 2.50c., Pittsburgh. 

Rail bookings for 1921 point to an 
important increase over the rollings 
in either 1919 or 1920. Nearly all 
Western roads have arranged for 
next year’s supply at prices to be 
fixed later, and some large reserva- 
tions have been made in the Kast, 
including 100,000 tons for the Penn- 
sylvania. Some independent mills 
will not agree to accept the Steel 
Corporation’s rail price as finally 
fixed. 

For 6000 tons of prompt plates 
just bought by the Standard Oil Co. 
from independent mills, 2.95c. and 
3c., Pittsburgh, appear to have been 
paid. 

Wrought pipe is an exception to 
the general market tendency, as in- 
quiry is active on a fairly large 
scale, a pending contract for oil line 


herewith, which became effective during 
the past week. The demand for these 
articles is conservative. 

Try squares, tempered steel biade, rose- 
wood handle, brass lined, marked on both 
sides, 4'/2-in., $4.75 per doz.; same, 6-in., 
$6.25 per doz.; same, 12-in., $11.75 per doz.; 
same, 15-in., $14.75 per doz.; cheaper grade, 
6-in., $6.50 per doz.; same, 7!/-in., $7.08 
per doz.; same, 10-in., $9.83 per doz.; same, 
12-in., $12.10 per doz. 


Wire Goods.—There is no change of 
any importance in the demand for wire, 
aside from the fact that some manu- 
facturers of bright wire goods have 
slightly revised their prices, as men- 
tioned at the beginning of this report. 
Wire is scarce and hard to get in the 
local market, and prices are, on the 
whole, very firm. 


Zarbed wire is being quoted at $7 per 
100 lb. for both 3 point 4 in. and 4 point 6 
in. Ribbon wire is $8.75 per 100 lb. Twist 
wire, 12 gage, is $7 per 100 Ib. 

Annealed wire, plain, in stones, No. 16 
gage. is $9 per 190 Ih.: No 17 wage. $9.40 
per 100 lb.; No. 18 gage, $9.75 per 100 Ib.; 
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No. 19 gage, $10.25; No. 20 gage, $10.75; 
No. 24 gage, $12.50 . Galvanized wire in 
stones, No. 16 gage, $11.85 per 160 Ib.: No. 
17 gage, $12.50; No. 18 gage, $13.25; No. 19 
gage, $14.25; No. 20 gage, $15.25; No. 24 
gage, $16 per 100 Ib. 

Dull galvanized screen wire, 12 mesh, 
from New York stock, $3.30 per 100 sq. ft.; 
13 mesh, extra heavy, $5 per 100 sq. ft. 
bright galvanized wire and copper edge 
(Pearl Wire), 12 mesh, $4.50 per 100 sq. ft.; 
12 mesh, heavy, $6 per 100 sq. ft. Copper 
wire, 14 mesh, $11 per 100 sq. ft. Poultry 
netting, f.o.b. factory is 45 per cent off; 
f.o.b. New York is 35 per cent off 

P. S.—The White Mountain Freezer 
Co., Nashua, N. H., announce the follow- 
ing list prices on their ice cream freez- 


ers, from which jobbers quote 25 per 


Pig Iron $2 to $3 


pipe running up to 40,000 tons. An 
export inquiry is for upward of 300 
miles of 8-in. and 10-in. pipe. 
Makers are quite well sold on oil 
country goods and standard. 

Following sales of basic pig iron 
amounting to 6500 tons at $40, Ma- 
honing and Shenango Valley fur- 
nace, a decline of $3, prices of other 
grades in the Valleys have been cor- 
respondingly reduced and the price 
of basic in eastern Pennsylvania, de- 
termined by the Valley market, is 
down $5. The price of No. 2 foun- 
dry iron in the South, long held at 
$42, has been cut $4 in a sale of 
3000 tons by a Southern steel com- 
pany not usually a seller of foundry 
iron. 

In Eastern territory, the few 
transactions recorded are confined 
almost entirely to resales at liberal 
concessions. Even the lowest quota- 
tions of the week are considered but 
temporary, as the rapid decline in 
coke is having its effect on pig iron 
and the general tendency is down- 
ward. 

Foundries, however, continue fair- 
ly active and are merely market- 
ing iron bought in excess of probable 
requirements to make sure of deliv- 
eries. 


cent discount with freight allowed on 
shipments of 12 or more freezers on or 
east of the Mississippi River, terms 
being net 60, or 2 per cent 10 days from 
date of invoice: 


White Mountain, 1-qt., $4.85 each; 2-qt., 
$5.65 each; 3-qt., $6.75 each; 4-qt., $8.25 
each; 6-qt., $10.45 each; 8-qt., $13.50 each; 
10-qt., $18 each; 12-qt., $21.55 each; 15-qt., 
$25.60 each; 20-qt., $33.20 each; 25-qt., 
$42.60 each. Arctic, 1-qt., $4 each; 2-qt., 
$4.60 each; 3-qt., $5.55 each; 4-qt., $6.80 
each; 6-qt., $8.60 each; 8qt., $11.10 each; 
10-qt., $14.80 each; 12-qt., $16.65 each; 15- 
qt., $23.30 each; 20-qt., $30 each. 
wheels only, 2-qt., $1.85 each; 3-qt., 
each; 4-qt., $1.85 each; 6-qt., $2.30 each; 
8-qt., $2.55 each; 10-qt., $3.70 each; 12-qt., 
$6 each; 15-qt., $6 each; 20-qt., $7.40 each; 
25-qt., $8.95 each. Platform freezer, with 
fly wheel only. 15-qt., $60 each; 20-qt., $70 
each; 25-qt., $80 each; platform freezer, 
with tight pulley only, 15-qt., $70 each; 
20-qt., $80 each; 25-qt., $90 each. Samson 
freezer, with tight and loose pulley, steel 
can, 25qt., $150 each; 40-qt., $200 each. 
Toy freezer (1-pt. size), $40 per doz. White 
Mountain power ice breaker, $160. White 
Mountain hand ice chipper, $12 per doz. 
Tubs, cans and repair parts, revised prices 
Aug. 1, 1920. 





Office of HARDWARE AGE, 
3oston, Oct, 30, 1920. 

OSTON hardware jobbers who have 

returned from the jobbers’ conven- 
tion at Atlantic City report that the 
consensus of opinion at the convention 
was that a general decline in manufac- 
turers’ prices would not set in until at 
least from four to six months from 
now. And that the declines would be of 
a gradual nature. 

More manufacturers are guarantee- 
ing against price declines, some of 
these guarantees extending until Jan. 1, 
1922. Jobbers are watching their stocks 
very closely and buying conservatively. 
Deliveries are improving all the time 
and some manufacturers, who were 
short of stocks a while back are now 
caught up and have ample supplies. 

The price movement is mixed. 
though there are some changes this 
week downward, there are a few in- 
stances of advances. Jobbers in iron 
and steel have reduced prices about 50 
cents per 100 pounds. Christmas buy- 
ing continues in the same volume as 
has characterized past years, but it is 
done in smaller individual orders rather 
than the larger amounts of the past. 

Dealers in small tools report a light 
business. In other lines business is 
fair. Belated deliveries are causing 
stocks to be poorly balanced, there be- 
ing oversupplies in some lines with 
undersupplies in the next sizes. On the 
whole, optimism prevails throughout 
the trade. 

Automobile Accessories. — Several 
manufacturers of automobile accesso- 
ries have guaranteed against price de- 
clines. The Champion Ignition Co., 
maker of A. C. and Titan plugs, has 
made its guarantee effective until Jan- 
uary, 1922. Henry Ford has sent let- 
ters to jobbers asking them to keep 
well stocked on parts, implying that he 
will not allow them to suffer in case of 
price declines. As a result of delayed 
deliveries there has been a pronounced 
overstocking in many lines and sizes, 
with a shortage in the adjoining sizes. 
Some goods, ordered for April did not 
arrive until October. Equipment for 
pleasure automobiles is of course more 
seasonable than that for trucks. Even 
where seasonable goods have arrived 
late they have been generally accepted 
by jobbers. Headlights for trucks, also 
bumpers, have been received late, but 
accepted. 

Clocks.—It is still difficult to obtain 
these articles from manufacturers. It 
has been extremely difficult to obtain 
men for this highly skilled class of 
work and as a result manufacturers 
have been unable to catch up with the 
demand. 

Drills and Reamers.—High speed 
drills of some makes and sizes have 
dropped about 10 per cent. On the 
other hand several styles of carbon 
reamers have advanced from 10 to 15 
per cent. The demand for small tools 
is poor. Manufacturers are now quot- 
ing prices prevailing at the time of 
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placement of orders, rather than at the 
time of delivery. The Union Twist 
Drill Co., which was short of stock a 
few months ago, now has plenty in 
store. It is not expected that Brown & 
Sharpe will drop prices as they are re- 
ported to have business on their books 
enough to keep them busy for several 
months. 

We quote from jobbers’ stocks: Carbon 
drills, sizes up to 1% in., straight shank, 
40 per cent discount; bit stock drills, 40 
per cent discount; center drills, 40 per cent 
discount; drills and countersinks combined, 
list: ratchet drills, list; wood boring brace 
drills, 40 per cent discount; high speed 
drills, price on application; all other kinds, 
40 per cent discount. 

Horseshoes.—In explanation of the 
price table below it should be said that 
there is no price discrimination between 
dealers in Connecticut and those in the 
other states mentioned. For dealers in 
Maine, New Hampshire, Vermont, Mas- 
sachusetts and Rhode Island points 
there is a rebate of 25c. per keg for 
payment within thirty days, and sub- 
ject to the regular cash discount. 


We quote from jobbers’ stocks: Standard 
makes in 100-lb. kegs to dealers in Maine, 
New Hampshire, Vermont, Massachusetts 
and Rhode Island points, $7.50 per keg base. 
Base prices are for No. 2 or larger. To 
Connecticut blacksmiths and consumers the 
base price is $7.25 per 100-lb. keg. No 
freight is allowed on store shipments. 

Fancy Shoes.—Side weights, $12.50 per 
keg; track side weights, $12.75; toe weights, 
$11.25; steel shoes, 49.75; toe creased, 
$8.25; side wear, $10.25; caulked, $9.75; 
extra light caulked, $10.75; iron counter- 
sunk, $8.75; steel’ countersunk, $10.50; tips, 
$9.75; light driving, $9.75; featherweights, 
$9.75; mule, $8.50; all assorted shoes, 50c. 
per keg extra. 

Welded Toe Caulks.—Dull, $2.25 per box; 
sharp, $2.50; blunt heel, $2.50; sharp heel, 
$2.75. 

Hinges and Butts.—The readjustment 
of prices by the Stanley Works shows 
a slight advance in the small sizes, 
while larger sizes have made a mate- 
rial advance. 

Iron and Steel.—The prices of the 
commoner forms of warehouse iron and 
steel dropped 50 cents per 100 lb. this 
week, the change being general. This 
brings soft steel bars td a base price of 
5 cents per lb. Fairly heavy sales are 
being made of small flats, rounds and 
cold steel. There still remains a short- 
age of nails and band steel. The cold 
rolled steel shortage is less pronounced. 
The following are the revised jobbers’ 
prices: 


lron.—Refined, except as below, $5 100 lb 
base: % and 9/16-in. round and square, 
2%-in. round and square, $5.90; 7/16-in 
round and square and smaller, $7:50; over 
6-in. wide, $7. Best refined, $7; same 
extras over base for small sizes as refined 
Wayne, $9.50. Band iron, $8; hoop, $9; 
Norway, $20. 

Steel.—Soft steel bars, except as below, 
$5 per 100 Ib. base; %-in. to 9/16-in. round 
and square, $5.50; 6/16-in. and smaller, 
$7.50; flats, $6; concrete bars, plain, $5; 
twisted, $5.25; angles, channels and beams, 
$4.00; tire steel, $6 to $6.50; open-hearth 
spring steel, $10; crucible spring steel, $15; 
bands, $8; hoops, $9; cold rolled steel, $8 
to $10; toe caulk steel, $7.50. 


Nails.—The scarcity of wire nails 
still prevails and manufacturers of 
Pittsburgh are still shipping them by 
express to secure speedy delivery and 
help relieve the shortage. Cut nail 
manufacturers are getting out a new 
list of express. 
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We quote from jobbers’ stocks: Wire 
nails, per keg, $4.75 base; coated wire 
nails, $5 per standard 100-lb. keg base; cut 
nails, $8.25 per keg base; galvanized nails, 
$12 per keg base. 

Plate Glass Thermometers.—For the 
first time in four or five years plate 
glass thermometers are again in stock. 


Jobbers quote 8-in., $15 per doz.; 10-in., 
$21 per doz. 


Poultry Netting.—There has been a 
decline in the price of poultry netting. 
The new prices follow: 

From store: 30 per cent discount; from 
factory; 40 per cent discount, f.o.b. Pitts 
burgh. ; 

Sash Cord.—A 10 per cent decline 
has taken place in braided cotton. Job- 
bers now quote 82 cents base. 

Garden Barrows.—A slight advance has 
become effective in garden barrows. 

Jobbers now quote: No, 3, $6.60 each; 
No. 4, $6.75; No. 5, $7.10. 


Plumbers’ Torches.—A _ decline 


been registered in blow torches. 
Jobbers quote: Clayton & Lambert, No. 
32, $7.20 each; No. 120, $6.12; No. 122, $5.40. 


Wheel Toys.—A decline in the price 
of Kiddie Kars, amounting to 12% per 
cent, has taken place. Doubtless this 
is partly because the season for outdoor 
romping on the part of young America 
is nearly over, and that the sled will 
usurp the wheel plaything. 


We quote from jobbers’ 
Kars in less than gross lots: 
doz.; No. 2, $20 per doz.; 
doz.; No. 4, $28 per doz.: 
doz.; trailers, $14 per doz. 
or more, 10 per cent off list. 


Screws.—The small sizes, % in. and 
under are very scarce, particularly 
wood screws, and one prominent New 
England manufacturer cannot promise 
earlier deliveries than ten months. Ma- 
chine screws in smaller sizes are also 
scarce. Much better deliveries can be 
had in the larger sizes. 


We quote from jobbers’ lists: Wood 
screws, flat head bright, 67% per cent dis- 
count; flat head blued, 67% and 5 per cent 
discount; round head blued, 65 per cent 
discount; flat head brass, 60 per cent dis- 
count; round head brass, 57% per cent dis- 
count; flat head brass plated, 62%c per 
cent discount; ground head nickeled, 55 per 
cent discount; flat head nickeled, 55 per 
cent disount; flat 521% 
per cent discount. 

Coach screws, 10 per cent discount; set 
screws, 10 per ceht discount and 25 per cent 
discount; cap screws, square and hexagon 
list, also 20 per cent discount; fillister, list 
plus 10 per cent discount; flat and round 
cap, list plus 25 per cent discount; iron 
machine screws, flat and round head, 46 
per cent discount; fillister, 30 per cent dis- 
count: flat and round head brass, 30 per 
cent discount: fillister, 25 per cent discount 


has 


stocks Kiddie 
No. 1, $14 per 
No. 3, $24 per 
No. 5, $32 per 
In gross lots 


head galvanized, 


Frank A. Marvin Dead 


Frank A. Marvin, vice-president and 


general manager Dodge-Haley Co., 
Boston, iron, steel and heavy hardware. 
died suddenly recently of heart trouble. 
at Danbury, Conn., while motoring with 
his family to New York State over the 
holiday. Mr. Marvin was born at Cam 
bridge, Mass., Aug. 26, 1860, and was 
educated in the public schools of that 
city. Completing his studies, he went 
to work for the Dodge-Haley Co., and 
subsequently rose to membership in the 
firm. In business he was noted for his 
conservatism and squareness in deal 
ings. His home was at 863 Massachu- 
setts Avenue, Cambridge. 
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OUttice of HARDWARE AGE, 
Cleveland, Nov. 1. 

yee in hardware lines gener- 

ally continues good, although there 
has been a little easing up. Retailers are 
buying freely to keep their stocks in 
good shape and are placing orders in 
about the normal volume for season- 
able goods for next spring. Mill sup- 
ply business has fallen off somewhat 
owing to the curtailment of operations 
in manufacturing plants. 

The supply of merchandise is grow- 
ing more plentiful, although there are 
still shortages in some lines. However, 
jobbers’ stocks are now fairly large. 
Manufacturers of lines of goods re- 
quiring castings are now making bet- 
ter deliveries, this being partly due to 
the fact that owing to the easing up in 
the foundry business the foundries can 
now make better shipments for cast- 
ings. Stocks of carpenters’ and me- 
chanics’ tools that have been low for a 
long time are being built up. 

Price changes have been very few 
recently. The most important change 
during the week was a 10 per cent re- 
duction in the price in some lines of 
oil cook stoves. With pig iron and steel 
declining in price the trade is looking 
for lower hardware prices, but recog- 
nizes that it will take several months 
before the lower cost of raw material 
can be reflected in the price of finished 
products, and that manufacturing costs 
cannot be greatly reduced unless there 
is a reduction in labor costs. 

Aluminum Ware.—The supply of alu- 
minum ware is still short and jobbers’ 
stocks are rather low. The demand is 
very good. 

Automobile Tires and Accessories.— 
The favorable weather during the past 
month has resulted in a fair demand 
for tires and accessories. Retailers are 
keeping their tire stocks low and buy- 
ing only for immediate demands. 

Axes.—The demand for axes is hold- 
ing up fairly well. Jobbers now have 
good stocks and expect to be able to 
take care of all orders. 

Barb Wire.—The demand for barb 
wire is rather light at present, as is 
usually the case at this time of year. 
However, the supply is still very scarce. 
Prices are unchanged. 


We quote barb wire from jobbers’ stocks 
in 80-rod spools as follows: Cattle wire, 
$4.25; hog wire, $4.55; American special, 
$3.3 


Binder Twine.—A fair volume of or- 
ders are being taken for binder twine 
for spring delivery subject to prices 


that are to be fixed later. Manufac- 
turers usually name prices in Febru- 
ary. 

Bolts and Nuts.—Some irregularity 
in prices has developed on bolts and 
nuts and jobbers in some cases are 
making quotations according to the size 
of the inquiry. The concessions are 
largely on machine bolts on which as 
much as 20 per cent discount from list 
is being quoted. Shipments from manu- 
facturers have improved considerably 
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and jobbers now have good stocks. Reg- 
ular prices are as follows: 

Machine bolts, large and small, 10 per 
cent off list; carriage bolts, large and small, 
5 per cent off list; stove bolts, 50 and 10; 
lag bolts, 50; hot pressed nuts, square and 
hexagon, tapped, list. 

Brass and Copper Tubing, Etec.— 
Following the decline in copper and tin 
prices a reduction of approximately 5 
per cent has been made on brass and 
copper tubing, sheets, rods and wire. 

Chain.—The demand for chain is fair 
and prices are firm. 


Jobbers quote %-in. common chain at 
10% c. per lb. delivered from stock. 


Copper Rivets and Burrs.—Prices on 
copper rivets and burrs have declined 
about 10 per cent and are now quoted 
at list by jobbers. 


Garden Hose.—Some of the manu- 
facturers of garden hose have reduced 
prices 14%c. per ft. on fabric hose, but 
will take orders at the price reduction 
only subject to their ability to fill. 
Prices on molded hose are unchanged. 
Sales of garden hose for next spring 
delivery have been fairly heavy and the 
buying is now about over. As job- 
bers and retailers have placed orders at 
the old prices it will be some time be- 
fore the trade is benefitted by the price 
reduction. 

Galvanized Ware.—The_ galvanized 
ware situation is easy at present as 
jobbers have good stocks and can make 
immediate shipments. The demand is 
only moderate. 

Ice Skates.—Sales of ice skates are 
very slow at present, as early orders 
have been placed and delivered and it 
is too early for pickup business. 

Jobbers quote: Union Hardware Co.'s 
polished skates with screw clamps at $1.05, 
$1.30, $1.85 for the three popular grades 

Lanterns.—The supply of lanterns is 
very scarce and jobbers are entirely out 
of some of the kinds they carry in 
stock. The demand is fair. 

Nails and Wire.—The demand for 
nails and wire has fallen off somewhat 
but the supply is still very short. Fol- 
lowing the recent advance in prices cov- 
ered in the miscellaneous list of nails 
jobbers have marked their prices up 
on these nails about 25 per cent. Items 
covered by the miscellaneous list are 
now quoted at 70 per cent off list for 
stock shipment and 70 and 5 per cent 
off Pittsbugh for mill shipment. Prices 
on regular items are unchanged. 

Jobbers quote prices as follows: Wire 
nails, $4 per keg; No. 9, annealed wire, $4 


per 100 Ib.; cement coated nails, $4 per 
100 Ib. 


Oil Cooking Stoves.—Prices have 
been marked down about 10 per cent 
on some lines of oil cooking stoves, 
which are moving quite well for spring 
delivery. 


Jobbers quote the Kerogas type of cook 
stove as follows: Two-burner, $12.90; 
3-burner, $17.45; 4-burner, $21.70. 


Oil Heating Stoves.—The demand for 
oil heating stoves, which has been dull 
for some time, has improved somewhat. 
Jobbers have good stocks so that prob- 
ably there will be no shortage should a 


heavy demand develop during the com- 
ing winter. 


Jobbers quote standard types of heating 
stoves at $5 for japanned and $5.80 for 
stoves with nickel-plated trimmings. 


Poultry Netting and Wire Cloth— 
Jobbing houses are booking a good 
volume of business in poultry netting 
and wire cloth for next spring delivery 
at the recent advance in prices. 


Jobbers quote as follows: Poultry netting, 
15 per cent discount f.o.b. Pittsburgh for 
mill shipment and 40 to 40 and 5 per cent 
discount for shipment from stock for gal- 
vanized weaving; black wire cloth, 
per 100 sq. ft. for shipment from 
and $2.50 f.o.b. Pittsburgh for mill 
ment; white metal and galvanoid 
cloth, $3 per 100 sq. ft. for mill 
and $3.25 for stock shipment; 
cloth, $9.25 per 100 sq. ft. 


ship- 
wire 
shipment 
bronze wire 


Rope.—Rope is moving well for 
spring shipment and prices are firm. 

We quote from local jobbers’ stocks: 
Best grades of manila rope at 28%c. per 
Ib. base from mill, and 28e. per Ib. from 
stock. 

Roller Skates.—A fair volume of or- 
ders for roller skates for early spring 
delivery is being booked. Prices are 
unchanged. 

Jobbers quote United Hardware Com- 
pany’s roller skates at $2.60 each for Nos. 
4 and 5 and $2.75 for No. 6. 

Sash Weights.—The limited amount 
of new building work has resulted in a 
falling off in the demand for sash 
weights. Jobbers quote sash weights 
at $67.50 per ton for shipment from 
foundry, and $72 per ton for shipment 
from stock. 

Screen Doors and Windows.—Orders 
for screen doors and windows for 
spring delivery are coming out in 
rather moderate volume. Many of the 
retailers carried over stocks last season 
because they were unable to secure 
shipments in time. Manufacturers are 
guaranteeing prices up to the time of 
shipment. 

Sheet Steel.—There is a good demand 
for sheets but jobbers are carrying 
rather low stocks because prices quoted 
by manufacturers are working down to 
lower levels. The demand is very good. 
Jobbers’ prices are unchanged. 

Jobber 
galvanized 
blue annealed 
Kage 

Shovels.—Shovels are moving fair- 
ly well, both for early shipment and in 
orders for spring delivery. Stocks in 
jobbers’ hands are ample. 

Jobbers quote shovels at $15 per 
for the fourth grade, $16.50 for tue 
vrade and $19.75 for the first grade. 

Stove Pipe.—Stove pipe is in good 
demand and the supply is very scarce. 
Some of the jobbers have sold all they 
expect to be able to deliver and are not 
taking additional orders. 


quote black sheets at 8.50c. and 
at 9.50c. for No. 28 gage, and 
sheets at 6.75¢c. for No. 10 


doz. 
third 


Screws.—The demand for screws is 
steady and jobbers have fair stocks. 

Jobbers quote screws as follows Flat 
head, bright, 72% and 5 per cent discount; 
round head, blued, 65, 20 and 5 per cent 
discount; flat head, brass, 55 and 10 per 
cent discount: round head, nickel, 55 and 
19 per cent discount 

Stoves.—A fair demand has sprung 
up for coal heating stoves for early de- 
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livery. Other lines are quiet. There is 
no indication that stove prices will de- 
cline before January. 

Valves and Fittings—The supply of 
malleable and cast iron valves and fit- 
tings is becoming more plentiful, al- 
though stocks are not plentiful as yet. 
The demand is active. Prices are un- 
changed. 

Wash Boilers—Some manufacturers 
have advanced prices $1 per doz. on 
heavy tin wash boilers. These are now 
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quoted at $31 and $35 per doz., depend- 
ing upon the grade. 

Wrapping Twine.—A further decline 
of 12c. per lb. has been made on cotton 
wrapping twine. Jobbers now quote No. 
1 twine at 40c. per Ib. 

The Eclipse Stove Co., Mansfield, 
Ohio, announced that there has been no 
advance in the price of its product since 
June 10. An advance was erroneously 
stated in a recent issue of HARDWARE 
AGE. 


TWIN CITIES 


St. PAUL AND MINNEAPOLIS, 
ct. 25. 


Y ENERAL hardware conditions re- 
main about the same as last re- 

port. Business is rather slow for this 
season of the year, in line with a gen- 
eral let-up in all lines of business. In 
addition to this the weather in this ter- 
ritory is very unseasonable, in fact, 
milder than any time in fifty years. A 
great deal of business in this territory 
is based on early cold fall weather, con- 
sequently there is no demand for fall 
and winter goods in a retail way. 

Prices remain very firm, no declines 
in staple hardware items. The only de- 
clines have been in the paint line, lin- 
seed oil, turpentine and shellac. Ready 
mixed paints show no decline as yet. 

Barbed Wire.—Shortage of stocks in 
the hands of jobbers is as acute as ever. 
No improvement in sight. No price 
changes reported. 


We stocks: 


$4.05 


local jobbers’ 


quote from 
80-rod  sypuuls, 


Painted cattle wire, 
per spool; galvanized cattle wire, 80-rod 
spools, $4.60 per spool; painted hog wire, 
80-rod spools, $4.32 per spool; galvanized 
hog wire, 80-rod spools, $4.90 per spool. 

Wire Brads.—There is a slight im- 
provement in shipments of wire brads 
by the mills, consequently supplies are 
easier to obtain, although many sizes 
are practically off the market. No price 
changes have been reported. 

We quote from local jobbers’ stocks: 
Seventy per cent from standard list. 

Bolts.—There is a slight improvement 
in stocks of bolts, although many sizes 
are very difficult to obtain. There has 
been no change in price. 

Eaves Trough, Conductor Pipe and 
Elbows.—Despite shortage in this class 
of material and heavy demand for same 
there has been no price change. 

We quote from local jobbers’ 
Eaves trough, 28-ga., 5-in. lap joint single 
bead, $9.50 per 100 ft.; conductor pipe, 28- 
ga., 3-in., corrugated, $9 per 100 ft.; elbows, 
3-in., corrugated, $2.16 per doz. 


Files.—Sales are fair. Jobbers’ stocks 
are correspondingly better on files than 
any other items. No price changes have 
been reported. 


We quote from local 
Nicholson files at 45-5 per cent; 
files at 50-10 per cent: Arcade 
per cent from standard lists. 

Galvanized Ware.—Sales are fair. 
Stocks are getting into good shape. 
There have been no price changes. 

We quote from local jobbers’ stocks: 
Standard No. 1 galvanized tubs, $12 per 
doz.; standard No. 2 galvanized tubs, 
$13.50 per doz.; standard No. 3 galvanized 
tubs, $15.75 per doz.;: heavy No. 1 galvan- 
ized tubs, $20.50 per doz.; heavy No. 2 


jobbers’ stocks: 
Riverside 
files at 50 


stocks: - 


galvanized tubs, $22 per doz.; heavy No. 3 
galvanized tubs, $23.50 per doz.; standard 
10-qt. galvanized pails, $4.20 per doz.; 
standard 12-qt. galvanized pails, $4.60 per 
doz.; standard 14-qt. galvanized pails, $5.20 
per doz.; stock 16-qt. galvanized pails, 
$7.80 Ler doz.; stock 18-qt. galvanized pails, 
$9.15 per doz. 

Glass and Putty.—Sales are improv- 
ing as the fall season opens. Stocks 
are in somewhat better condition. No 
price changes reported. 

We quote from local jobbers’ stocks: 
Single strength ‘A’ grade glass, 76 per 
cent; double strength “A” grade glass, 78 
per cent. Commercial putty in bladders, 
$5.15 per cwt. 

Hose.—Sales have dropped off, due 
to the advanced season. Prices for im- 
mediate needs remain firm. Prices for 
next spring are higher than present 
market. 


We quote from jobbers’ 
3est grade moulded hose, %-in., at 17%c. 
per ft.; %-in., at 18¢c. per ft.; medium 
grade moulded, %-in., 14c. per ft.; %-in., 
—c, per ft.; Competition 3-ply hose, %-in., 
—c, per ft.; %-in., 12c. per ft. 


Nails.—Shortage of nails shows very 
little improvement. The demand is not 
quite as heavy, so that it is possible the 
situation will improve somewhat. Stand- 
ard size, such as 6d and 8d common, 
and all roofing nails, are practically off 
the market. No price changes re- 
ported. 

We quote from local jobbers’ stocks: 
Standard wire nails, $4.85 keg base; coated 
nails, $5.50 to $7 per keg. 

Paper.—There seems to be a slight 
improvement in stocks pf paper, so that 
it is now possible to obtain practically 
all grades. No recent price changes 
reported. 

We quote 


stocks, f.o.b.: 


from jobbers’ stocks f.o.b: 


Zarret’s No. 2 tarred felt, $5.05 per cwt.; 
Zarret’s threaded felt, 500-ft. rolls. $2.49 
per roll; Slater’s felt, $1.68 per roll; No. 
20 red rosin, 97c. per roll; No. 25 red rosin, 
$1.20 per roll; No. 30 red rosin, $1.45 per 


roll. 

Rope.—Sales are good., Stocks of 
jobbers are in good shape. We quote 
from local jobbers’ stocks: Columbian 
Manila rope, 29%4c. per lb. base; Co- 
lumbian sisal, 20%c. per lb. base. 

Sandpaper.—There is an improvement 
in the shortage of sandpaper and it is 
now easier to replenish stocks. Mills 
are still very slow in making ship- 
ments. No price changes reported. 


We quote from local jobbers’ stocks: 
Best grade, No. 1, per ream, $7.20; second 
grade, No. 1, per ream, $6.50. 


Sash Cord.—Sales of cord have 
dropped off considerably in line with 
the general slacking up of building ac- 
tivities. No price changes reported. 


We quote from local jobbers’ stocks: 
Solid cotton sash cord o. 8, $1.17 per 
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Ib.; cheaper grade sash cord, 88c. per lb. 

Sash Weights.—Demand has slowed 
up somewhat on account of building 
conditions and it is somewhat easier to 
obtain supply. No price changes re- 
ported. 


We quote from local jobbers’ stocks 


$4.00 per cwt. 

Screws.—Shortage of screws appears 
to be as acute as ever. However, deal- 
ers who keep only small stocks of com- 
paratively few sizes have no doubt been 
able to keep their stocks in fair shape. 
Indications are that this situation wil! 
improve somewhat, although on .nany 
sizes the manufacturers advise it will 
require from four to six months to ship 
No price changes reported. 


We quote from local jobbers’ stocks 
Flat-head bright screws, 70 per cent; 
round-head bright screws, 65 per cent; flat- 
head japanned screws, 60 per cent; fiat- 
head brass screws, 55 per cent; round-head 
brass screws, 55 per cent; iron machine 
screws, 60 per cent; brass machine screws, 
40 per cent. 


Solder.—While sales of solder are im- 
proving somewhat, because of the warm 
weather sales have not developed up to 
the usual point in the fall of the year. 


We quote from local jobbers’ stocks: 
Warranted half and half, 35c. per Ib 


Steel Sheets.—There is still a short- 
age of steel sheets, although not as 
acute as it has been. There has been 
no further change since last report. 


We quote from local jobbers’ stocks: 
Black sheets, $9.90 base, ana galvanized 
sheets, $11.40 base. 


Tin Plate.—Sales continue very good. 
Shipments from factory very slow. 
Price shows no change. 


We quote from local 
Furnace coke, ICL, 20 x 
roofing tin, IC, 20 x 28, 
$18.50. 


Washers.—There is no change in 
either price or sales in this line and 
mill shipments are on a par with many 
other items. 


We quote from local jobbers’ stocks: 
Wrought steel, % in., $9 per cwt.; wrought 
steel, 1 in., $9.40 per cwt. 


Wheelbarrows.—Sales are at a low 
point, due to small amount of bui‘ding 
being done and the lateness of the 
season. No price changes have been 
made. 

We 


jobbers’ stocks 
8, $19 per box; 
8-lb. coating, 


from local jobbers’ stocks: 


Fully bolted wheelbarrows, $56 per doz.; 
tubular steel wheelbarrows, $9.15 each; 
garden, wood wheelbarrows, $81 per doz. 


Wire Cloth.—Due to the fact that 
some of the jobbers have received wire 
cloth delayed in transit, stocks are in 
better condition than for some time 
past. No price changes reported. 


We quote from local jobbers’ stocks: 
Black, 12 x 12 mesh, $2.50 per 100 sq. ft.; 
galvanized, 12 x 12 mesh, $3 per 100 sq. 


Wire.—Shortage of black annealed 
wire is extremely acute. In fact, con- 
tractors putting up concrete structures 
have difficulty in operating even though 
sizes unsuited for the work are substi- 
tuted. This shortage is mostly felt in 
the larger cities where practically all 
large buildings are now being built up 
of concrete, the wire being used to tie 
forms into place. Manufacturers re- 
fuse to accept any orders. No price 
change since that of last week’s report. 


We quote from local jobbers’ stocks: 
Black annealed wire, No. 9, $4.85 cwt.; 
galvanized annealed wire, $5.55 cwt. 


quote 
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HARDWARE AGE 


PITTSBURGH 


Office of HARDWARE AGE, 
Pittsburgh, Nov. 1. 

HE situation in hardware in this 

district has undergone very little 
in the way of definite change since last 
reports. Generally the trade still is 
doing a comparatively good business, 
shorn, however, of the urgent and spec- 
tacular character of that earlier in the 
year. This development may be ascribed 
to the passing of all fears as to future 
supplies. While there are plenty of 
instances where goods ordered as long 
ago as the latter part of 1919 have not 
yet been entirely delivered, the more 
general condition is that manufactur- 
ers have succeeded in getting fairly 
well caught up with their obligations, 
and if such articles as machinists’ 
tols, bolts, cold-punched nuts, and pos- 
sibly wire nails, are excluded, no con- 
siderable difficulty now is being expe- 
rienced in supplying all demands. In 
case of automobile accessories, dealers 
state that there is now no difficulty in 
obtaining supplies. Dealers and con- 
sumers are buying very conservatively. 

Thus far no announcements as to 
tire prices have been made by any of 
the leading manufacturers, although 
some declines have been expected by 
the trade. The time of year when the 
demand is heaviest is about passed and 
there is a surplus of tires on the mar- 
ket. 

The trade quite generally is discus- 
sing the future of the market, and sen- 
timent quite uniformly is crystallizing 
along the line that the tendency of 
prices during the next three to six 
months will be downward, but that the 
recession will be quite orderly. 

Automobile Accessories.—Business is 
somewhat slack, and the reasons are 
not hard to find. Both jobbers and re- 
tailers now are carrying ample sup- 
plies for all requirements and because 
buyers can secure what they want 
without much trouble they are not un- 
easy about their future requirements. 

Bars.—Although the situation at the 
mills has eased down considerably and 
3.25c., Pittsburgh, represents the max- 
imum independent mill quotation on 
the base size, jobbers are a little slow 
to modify their price idea because they 
have considerably high cost material 
on hand. 


We quote from warehouses steel bars 
3.10ce. to 4.50c. per Ib. for the base sizes, 
with the usual mill differentials for other 
sized iron bars, 5c. to 6c. per Ib., base. 


Bolts, Nuts and Rivets.—Conditions 
with regard to cap and set screws are 
a little easier as a result of the slump 
in the automobile industry, but jobbers 
still complain of the difficulty they are 
having in obtaining supplies of bolts, 
both machine and carriage and declare 
that cold-punch nuts are almost unob- 
tainable. Manufacturers have pretty 
heavy obligations and in this district 
they are not able to get all the bars 
and drawn wire from the mills they 
desire, 


We quote from jobbers’ stocks: Rivets, 
%-in. and larger, keg lots, $6 to $6.25 base; 


small sizes, 25 to 30 per cent off list; car- 
riage bolts, % x 6-in. and smaller, 20 to 25 
per cent off list; larger and longer, 7% to 10 
per cent off list; machine bolts, % x 4-in. 
and smaller, 25 to 30 per cent off list; larger 
and longer, 15 to 20 per cent off list; stove 
bolts, packages, 40 to 50 per cent off list; 
tire bolts, Bay State, 45 per cent off list; 
Eagle, 25 to 30 per cent off list; plow bolts, 
Nos. 1. 2 and 3 heads, 10 per cent off list 
other style heads, list; track bolts, 9.25c 
base; lag screws, 35 to 40 per cent off list: 
nuts, hot-pressed, list plus $2 to $3; cold 
punched, list plus $4 to $5; semi-finished, 
5,-in. and larger, 35 to 40 per cent off list, 
9/16-in. and under, 45 to 50 per cent off 
list. 

of 


Guns and Rifles. — The season 
heaviest demand is over and there is 
much disappointment in the trade that 
shipments against orders were not 
heavier as there is no question that the 
lack of sufficient supplies caused a loss 
of business. 

Machinists’ Tools.—Dealers still com- 
plain of backward deliveries against or- 
ders, some of which were placed as 
long as a year ago, and demands are 
being only partly met. 

Sheets.—Demands upon jobbers here 
still are fairly heavy, and while the 
supplies are more ample than they have 
been, the situation is easier only to the 
extent that buyers are finding it a 
more simple matter to secure accommo- 
dation. Most of the independent sheet 
makers, however, are looking for new 
business and are quoting much less 
than they would have accepted a month 
or six weeks ago. The spread between 
the prices the United States Steel Cor- 
poration and the independents still is 
pretty wide, amounting to $46 per ton 
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in the case of galvanized stock. Pre- 
dictions, however, are fairly common 
that before the end of the year the 
spread will be considerably reduced, and 
that the reduction will come through 
further declines in independent prices 
rather than in an advance by the lead- 
ing interest. 

We quote from warehouse: One pass cold- 
rolled black sheets, Sc. to 8.10c. per Ib. base, 
Pittsburgh; galvanized, 10c. to 10.10c. base; 
blue annealed, 7.25c. to 7.50c. base; 2%-in. 


corrugated galvanized sheets, 8.30c. to 9c. 
per square. 


Tin Plate.—Although the mill situa- 
tion is easier, jobbers are not yet get- 
ting any larger shipments than they 
require to supply the small consumers 
dependent upon them and they are hold- 
ing to their recent prices. 

We quote from warehouse: Standard coke 


tin plate, $11 per base box: roofing ternes, 
20 x 28-in., 40-Ib., ic., $28 to $30. 


Wire Products.—Mills are in a more 
receptive mood for business in nails 
and in the other common wire products 
than they have been before in some 
time. The demands upon the manu- 
facturers are much smaller than they 
have been and orders upon their books 
are gradually disappearing. Buyers 
are not particularly keen to be booked 
beyond the end of this year at a fixed 
price. So long as the independents have 
bookings to carry them for awhile, the 
chances of a recession in their prices 
are slight. 

We quote from jobbers’ stocks: Wire 
nails, $4 to $6 base per keg; annealed wire 
base sizes, $4 to $4.50 per 100 Ib.; galvan- 
ized wire, $4.70 to $4.95; galvanized barbed 
wire, $4.90 to $5.10; wire brads, 50 to 66 2/3 


per cent off list; woven wire fencing, out of 
stock, 50 and 5 per cent off list. 


CHICAGO 


Office of HARDWARE AGE, 

Chicago, Oct. 27. 

HERE are no radical developments 

in the Chicago hardware market. 
Several minor changes only are noted. 
In the face of what seems a general 
trend toward declines several hardware 
items have been advanced. 

“Our policy had been shifted to ac- 
commodate a_ gradual lowering of 
prices,” said one large jobber, “yet in 
this morning’s mail we have notices of 
four advances in products using steel 
as their base. I can see justification 
for no other attitude than one of con- 
servative buying—not careful to the ex- 
tent of not buying, but with the caution 
that prompts smaller volume and more 
frequent requisitions.” 

Metals, without exception, showed 
marked nervousness and a concerted 
trend downward a few days ago. Tin 
was off about 4c. Copper was easier. 
Steel registered small declines and lead 
was in a real slump. Since then there 
have been some recoveries, notably in 
tin which has regained half of the 4c. 
loss. Lead is still weak and copper re- 
mains easy. All steel products are very 
uncertain with indications of further 
declines. 

Business remains good. Some season- 
able lines have not been as brisk as in 
a normal October, but the total volume 


of sales is good. 
general let-up in 
Christmas demands 
strong. 

There are some indications of aban- 
doning the policy of not buying goods 
for future delivery. One jobber sales- 
man reports double the amount of fu- 
ture business over a_ corresponding 
period last week. Several others 
booked large orders for lawn mowers, 
hose, wire products and glass. 

Automobile Accessories.—Three items 
in accessories have just been advanced 
by the manufacturer. They are battery 
boxes, steel balls and fans. Local job- 
bers, however, have not passed on these 
advances, but may be forced to do so 
when present stocks are exhausted. De- 
mands have been light for several 
weeks, due to the warm weather which 
stopped movement of seasonable goods. 
This territory is now experiencing sea- 
sonable rains and there has been an in- 
creased call for tire chains. Blankets 
and winter goods are still slow. Prices 
are unchanged but there are rumors of 
advances and also of slight declines. 


foot pumps, $1.25 each; 
Simplex jack, No. 36, $2.10 each; Stewart 
hand horn, $3.50 each: Howe spotlights, 
$3.90 each; Weed chains, 30 x 3%, $5 per 
pair, with 25 per cent off in lots of one 
dozen pair and 33% off in lots of more 
than one dozen pair; Rid-O-Skid chains, 
$2 to $2.65 per pair: inner tubes, red, 30 x 
3%, $2.50 each; gray tubes, 30 x 3%, $2.25 


Retailers report no 
consumer buying. 
are increasingly 


Twin cylinder 





100 


each; Lyon bumpers, $10.25 each; Bethle- 


hem spark plugs, porcelain type, 36c. to 
58c.; Hercules Giant, 55c. to 60c. each; 
Hercules Junior, 27c. to 35c.; Hel-Fi stand- 


eit, 
ard plugs, 42c. to 52c. each; Hel-Fi tractor 
each; A. C. Titan 


special, 8c. to 97c. 
plugs, 58c. each; A. C. Cico plugs, 48c. 
each; Champion X plugs, 62c. each; Cham- 
pion O plugs, 62c. each; Champion Heavy 
Duty, 73c. each; Splitdorf plugs, 70c. to 
78c. each; United plugs, junior, 40c. each 

Axes.—Increased costs for ash axe 
handles and reports of an advance in 
the hickory line make it likely that axe 
prices may take an upturn. No change 
has been made as yet but the demand is 
very strong and there is a decided lack 
of goods. 

We 


from jobbers’ stocks, f.o.b. 


Chicago: Single bitted first quality black 
axes, 3 lb. to 4 lb., $17.50 base; double 
bitted black unhandled first quality axes, 
$23.50 base. 


Alarm Clocks.—Walter Camp, noted 
football authority and a _ prominent 
clock and watchmaker, has just com- 
pleted calls on Chicago clients and 
brings the latest information from the 
East. He advises there is nothing in 
the outlook that indicates any mate- 
rially increased supply of goods except 
in the lower priced watch market. De- 
mand for “cheap watches” is very 
small. Cases are scarce and so is skilled 
labor in the alarm clock division and 
these staples will be strong in price 
and much sought after for some months 
to come. 

Ash Sifters—Heavy orders and a 
scarcity of basic material makes the 
ash sifter outlook very strong. Prices 
have not actually changed but show 
signs of a small upward turn. 


We quote from jobbers’ stocks, f.0.b. Chi- 
ago: Common wire cloth hand barrel sift- 
ers, $4.50 per doz.: galvanized rotary barrel 
ifters, $39 per doz, 


Builders’ Hardware.—The Chicago 
office of one of the largest manufac- 
turers of builders’ hardware says that 
business is very light at this time. Cur- 
rent demands have stopped and there is 
practically no future business. 


quote 


Cotton Gloves.—Lower prices have 
increased sales to a small extent but 
there is not the movement in these 
goods usually noted at this season. The 
‘ trade seems to expect still further con- 
cessions and is not buying heavily. 
There is a fair supply. 

Chains.—Increased calls for chains 
are being met with fair sized and quite 
well assorted stocks. The recently an- 
nounced 10 per cent advance is still ef- 
fective. 

Cutlery.—Christmas calls for cutlery 
are reaching the peak point. And busi- 
ness is even better than the jobber had 
expected. High grade goods are very 
active, the better grades of pocket cut- 
lery showing special activity. Manu- 
facturers are bending every effort to 
increase output to partly appease the 
heavy demand but will not be able to 
make such substantial gains as to 
greatly benefit the buyer for 1920 holi- 
day trade. It is certain that stocks 
will be depleted long before the Christ- 
mas needs of the country are cared for 
and this same condition applies to sil- 
verware, carving sets, in fact the entire 
cutlery line. There is no item in hard- 
ware showing any more strength than 
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cutlery, dealers who are acting with 
real caution in other lines ordering cut- 
lery with the insistence which charac- 
terized war times. 

Eaves Trough and Conductor Pipe — 
There is practically no movement in 
this material. Future orders are not 
many, dealers waiting for new spring 
prices which have not been announced 
as yet. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 29-gage lap joint eaves trough, 
5-in., $9.50 per 100 ft.; 29-gage corrugated 
conductor pipe, 3-in., $9.50 per 100 ft.; 28- 
gage, 3-in. corrugated conductor elbows, 
$2.16 doz. 


Flint and Garnet Paper.—Diminished 
demand and increasing supply has 
made a “soft” condition in this field. 
Prices are easy with indications for 
small readjustments downward. Noth- 
ing more than a normal demand is 
noted. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Flint paper, 30 per cent off list: 
garnet paper, net list, and emery paper, list 
plus 5 per cent. 


Files.—Good stocks of files are the 
rule rather than the exception. There 
is steady demand from the trade, mak- 
ing a situation which very closely ap- 
proaches normal. Prices stay at the 
level they have held for months. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Nicholson files, 40-10-5 per cent 
discount; New American, 50-10 per cent 
discount; Disston, 50 per cent discount; 
Black Diamond, 40-10 per cent discount, 


Furnace Scoops.—Activity in furnace 
scoops shows no let-up and probably 
will prevail for weeks to come. There 
are no overstocks and prices are hold- 
ing hard. 


We quote from jobbers’ stocks, f.o.b. 


Chicago: Hollow black furnace scoops, $11 
per doz.; riveted black furnace scoops, $15 
per doz., less 5 per cent for full bundles, 


Galvanized Ware.—That we are not 
“out of the woods” in the long acute 
galvanized ware situation is evident 
when a large Chicago jobber was told 
a few days ago he would have to wait 
sixty days for a shipment of No. 3 
tubs. The mills explained that the sized 
sheets suitable for making this sized 
tub were difficult to obtain and that 
prompt deliveries were impossible. 
Some slight betterment in the general 
galvanized situation is noted but it is 
due more to a let-up in demand than 
it is a gain in output. One jobber says 
that there will be no material price de- 
flations and is urging his customers to 
cover their wants while there are fair 
stocks. 

Glass.—The active season has passed 
in glass and there is a worth noting 
tendency to make materially larger 
shipments. Several carload lots have 
come into this territory in the last two 
weeks. The indications are that spring 
demands will be well cared for. There 
is no good reason for expecting much 
lower prices. 

We quote from jobbers’ stocks, 
Chicago: Single strength A, all sizes, 
per cent off; single strength B, first three 
brackets, 77 per cent off; all sizes, double 
strength A, 75 per cent off; putty In 100-lb. 


kits, $4.25: glaziers’ points. No. 1, No. 2 and 
No. 3, 1 doz. to package, 65c. per package 


Handles Wood.—With an advance in 
ash and a rumored advance in hickory 
handles, the market is as strong in this 


f.0.b. 


a 
ia 
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division as it was during the war strin- 
gency. The marked shortage which pre- 
vailed through the late summer and 
early fall has not been overcome. Man- 
ufacturers of axes, hatchets, etc., are 
keeping the market well cleaned of 
stocks. Dealers’ stocks are generally 
depleted. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 1 hickory axe handles, $4 per 
doz.; No. 2, $3 per doz.; second growth 
hickory axle handles, $6.30 per doz.: extra 
quality hickory axe handles, $5 per doz.; 
No. 1 hatchet and hammer handles, 85c. per 
doz.; second growth hickory hatchet and 
hammer handles, $1.60 per doz. 


Horse Clipping Machines.—A fair 
volume of business in clipping machines 
is noted, but not quite the usual demand 
for this season, due no doubt to a let- 
ting up in future buying all along the 
line. With present labor costs there 
are no indications of any price reces- 
sions, in fact some jobbers are guaran- 
teeing prices and counseling clients to 
fill requirements now. 


Hose.—Little call for hose is noted. 
Spring futures will begin to increase 
soon, but now there is little business 
being booked either for immediate or 
remote shipment. No new prices are 
out. 


Hods Coal.—Early requirements have 
been fairly well covered but some re- 
placement business has begun to come 
in. Dealers were not able to get stocks 
for the full season and are reordering 
before their present supply is ex- 
hausted. The continued scarcity of 
sheets has curtailed output. While 
prices may not advance the trade is 
not looking for an immediate decline. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Japanned open hods, 17-in., $5.50 
per doz.; 18-in., $6.15 per doz.; japanned 
funnel hods, 17-in., $7 per doz.; galvanized 
open hods, 17-in., $8.50 per doz.; 18-in., 
$9.25 per doz.; galvanized funnel hods, 
in., $10.50 per doz.; 18-in., $11.35 per doz. 

Ice Skates —Business is more than 
satisfactory in ice skates. The trade 
seems agreed that there will be an un- 
dersupply and is trying to cover its 
needs as fully as possible. Some con- 
cerns are guaranteeing prices for the 
balance of the year. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Cast steel skates, $1.05 to $1.35 per 
pair; hockey skates, $1.45 to $1.90 per pair; 
hardened steel blades, nickeled skates, 
$1.90 to $2.50 per pair: tempered steel 
blades, extra polished, full nickel plated, 
$2.75 to $2.90 per pair. 

Lanterns.—Reorders on lanterns are 
coming in, curtailed shipments on early 
requisitions bringing about replacement 
requirements earlier than usual. Prices 
are very strong. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Competition lanterns, No. 0 tubular, 
$6.90 per doz.; No. 2 tubular cold blast 
$9.90 per doz. 

Nuts and Bolts.—A sweeping change 
from heavy demands from every source 
to one of numerous cancellations, par- 
ticularly from the automotive and trac- 
tor field rings a new note in the nut 
and bolt situation. It should not be 
inferred, however, that there is an 
oversupply of this staple, but it does 
seem likely that the crisis has been 
passed and that the supply will be in- 
creasingly larger and prices may soften. 
It is an open secret that the new ad- 
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‘vances announced about two weeks ago 
are not being enforced and that de- 
sirable business is being booked at the 
former quotations. Mills have a large 
volume of business booked ahead, de- 
spite some important cancellations. 

Nails.—There is more optimism in 
the nail situation than there has been 
before in months. Southern demands 
have lessened to such an extent that 
some real progress is made in overcom- 
ing production shortages. There has 
been an easing off in demands from the 
eastern and western districts, due to a 
curtailment of building and repair ac- 
tivity. While there is nothing like a 
return to normal conditions it seems 
assured that the trade will never lack 
nails next season as it has during the 
past year. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wire nails per keg base 
$4.45. 


Rope.—Rumors of price recessions in 
rope have not been found warranted 
upon investigation. Manufacturers say 
there is nothing in the situation that 
justifies any reduction at present. There 
is a fair movement of this material. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No, 1, manila rope, standard brands, 
full coils, 28c. per Ilb.; No. 2, 27c. per Ib.; 
No. 1, sisal rope, full coils, 19¢c per lb.; No. 
2, 17¢c. per lb.; No, 3, 15c. per Ib 

Paints and Oils.—The steady march 
toward lower prices.in oil and other 
paint products has not been halted. The 
market seems committed to a reduction 
of about five cents each week in linseed 
oil and there are well defined reports 
of even lower prices than those an- 
nounced by the Chicago interests. De- 
mand is very small and is not apt to 
increase with the oncomihg of unfa- 
vorable weather. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Best grade linseed oil, one to four 
barrel lots, raw $1.20 per gal., boiled $1.22 
per gal.; turpentine, $1.32 per gal.; 180° de- 
natured alcohol in barrels, $1.25; best white 
lead, 100-lb. kegs, 15%c. per Ib. 


Steel Sheets.—Noted reductions in 
the premiums demanded by the limited 
few actually able to supply sheets justi- 
fies the belief that the steel sheet sit- 
uation will soon approach the basis of 
sales at the regular market quotations. 
There is a marked disinclination to buy 
and while production is not heavy it is 
making worth while gains over de- 
mand. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 28-gage galvanized sheets, $10; 28- 
gage black sheets, $9. 

Solder.—Continued evidences of a 
tendency to soften in price is noted in 
solder. Some slight recovery in 
strength in lead products within the 
last day or two has prevented the 
looked for decline of about 2c. for this 
week, but this recovery is regarded as 
forced rather than natural and the 
trade expects further small recessions 
in solder prices. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Warranted 50-50 solder, in full cases, 
30c. per lb.; less than case lots, 32c. per Ib. 

Stove Boards.—Stove boards are an 
active item at this season and are de- 
cidedly deficient in supply. Prices are 
holding very firm. 

We quote from jobbers’ stocks, f.o.b. Chi- 


cago: Wood lined crystal stove boards, 24 
x 24, $13.65 per doz.; 26 x 2%, $16.05 per doz.; 
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30 Xx 


doz.; 
5 doz.;: 


5.50 per 


30, $21.30 per 
36 X 36, 


per 
2 $30.50 

Stove Pipe—This item continues 
among the most wanted of all season- 
ble commodities. There is little im- 
provement in the condition of acute 
shortage and demand seems as flour- 
ishing as ever. Prices are very uncer- 
tain, premium prices being easily ob- 
tained. 

Screws —Any change in supply is 
one of gain. Demand is still brisk with 
prices unaffected. 

Sporting Goods.—Hunting supplies 
are moving well with prices on a firm 
basis. There is some repeat business 
on the football line. 

Washing Machines. — A satisfactory 
situation is reported by the manu- 
facturer who says that business is in- 
creasingly good and that demand will 
be undiminished throughout the holiday 
season. The price trend is upward. 

Wire Products.—Lessened immediate 
demands from some sections has per- 
mitted production to make some gains 
on wire goods of all kinds. Prices are 
nervous. There has been an increase 
in future bookings. 


Boston Cutlery Market 


Office of HARDWARE AGE, 
3oston, Oct. 30, 1920 

| ETAILERS are buying in small 

quantities and often, rather than 
in large supplies less frequently. Buy- 
ing by retailers slacks up at the end of 
each month and resumes again at the 
first of the next. The scarcity in the 
better qualities of shears and pocket 
knives is less pronounced. There is 
still an oversupply of the poorer 
grades, such as those made of cast 
steel. Jobbers see no chance of a soft- 
ening of prices on pocket knives and 
shears. 

German goods, under one guise or 
another, still come creeping into the 
market, but jobbers are usually wary 
and for patriotic reasons refuse to buy. 
One of the latest German articles is a 
thermos bottle, with the name of Swit- 
zerland stamped on it to mislead. An- 
other German safety razor is being 
peddled among the jobbers, but this is 
easily identified as German. 

Christmas buying is as active as in 
previous years. Percolators and mani- 
cure sets are proving unusually popu- 
lar. One jobber is receiving and sell- 
ing large quantities of vacuum bottles 
of the American Thermos Co. 


size, $6 
8-in., 


doz. ; 
9-in., 


Cleavers.—Family 
lamb, 8-in., $232; market, 
$45; 10-in., $48. 

Butcher Knives.—!’lain 
5-in., $3.65 per doz.:; 6-in., 
8-in., $6; %-in., $7.50; 
$12.50; 14-in., $16. 
brass rivets, 6-in., 
8-in., $9.50; 10-in., 
14-in., $21. 

Kitchen Knives.—Beech handle, $1.50 per 
doz. fetter grades, in display box (as- 
sorted), two steel rivets, $2 to $3.50. Ebony 
handle (in display box), riveted, $3.50 per 
box. 

Pocket Knives.—Cocobolo, 
handle, two-bladed, steel lined, 
in., $6 per doz.; with chain, $7. Cocobolo, 
ebony or stag handle, two blades, brass 
lined, bolster and shield, length 3% in., $8 
per doz. Cocobolo, ebony or stag handle, 


per 
$42; 
beech handle, 
$4; 7-in., $4.75; 
10-in., $9; 12-in., 

Ebony handle, with 
$7 per doz.; T-in., $8.50; 

$13.50; 12-in., $17.50; 


ebony or stag 
length 3% 
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and 


two blades, brass lined, cap, bolster 
shield, length 35 in., $12 per doz 

Putty Knives.—Cheaper kinds, $1.20 pet 
doz.; metal handles, $1.50; cocobolo handle, 
bolster (in boxes), $4; cocobolo handle witt 
heavy $4.50 

Scraping Kpnives.—Ordinary kinds, $1.2) 
per doz.; better grades, beech handle, 
$3.7 best grades, cocobolo handle and bol- 


$5.40; 
$7.50. 


ster, 
Shoe Knives. — Unive 
all lengths, $1.80 


sharp, 

square a sharp, all 
mond), $2.25 per doz 
doz. 

Snips.—Tinners’ No. 12, $1.21 
10, $1.95; No. 9, $2.13. Dental snips, 
$12.50 Z N 1, $13.70. Pocket 
No. 13, $1.12 each 

Scissors. — Standard 
Frary & Clark, 4-in., 
in., $12; 5-in., $12.50 
& Wiss, 4-in., $12.20; 5-in., $13.10; 6-in., 
$14.70. Pocket, 4-in., $11.50 per doz.; 4%4- 
in., $11.95; 5-in., $12.40 Button hole, 4% 
in., $14.75 per doz Manicure, 3%-in., 
$16.35 per doz. Nail, 3%4-in., $16.35 per doz 

Shears. Frary & Clark, 
japanned straight trimmers, 6-in., 50 
per doz.; 6%-in., $11.25; 7-in., $11.75; 744- 
in., $12.50; 8-in., $13; 9-in., $16.20; 10-in., 
$20. Nickeled straight trimmers, _ 6-in., 
$12.50; 6%4-in., $13.25; 7-in., $13.75; 7%-i 
$14.50; 8-in., $15; $18.20; 10-in.. 
Bankers’ shears, japanned, 12-in., 
Barbers’ shears, japanned, 7%-in., 
pickled, 8-in., $15.50; French pattern, 
S-in., $15.50 Heinisch & Wiss, japanned 
straight, 6-in., $11 per doz.; 6%-in., $11.75 
7-in., $12.40; 7%-in., $13.10; $8-in., $13.80 
9-in., $17.25; 10-in., $21.25 Nickel-plated, 
6-in., $12.90 per doz.; 6%-in., $13.90. 

Clippers.—Flexible horse clippers, No. 1, 
$14: No. 2, $18: list discount, 25 per cent 
Hair clippers, $1.25 to $3.75 each. 


brass rivets 


rsal square and 
per doz. Tuck, 
lengths (black dia- 
Hawk Bill, $2.50 per 


each; 
No. 
snips, 


Landers, 
$11.50 per doz.; 4%- 
6-in., $14 Heinisch 


ladies’, 


Landers, 


9-in., 


Boston Paint Market 


Office of HARDWARE AGE, 


Boston, Oct. 30, 1920 


\ T HAT price changes that have oc- 

curred have been downward. 
However, revisions downward in prices 
of raw materials have not yet been re 
flected in lower prices of finished mate 
rial, such as paints, where pig lead has 
declined continually. Dry paste has 
been reduced one cent a pound, due to 
the lowering of corn and wheat, the 
raw materials which enter it. 

Lead.—The American Smelting & 
Refining Co. has again dropped on its 
price of pig lead, this time from 7.75c. 
per pound to 7.25c. However, this drop 
has not yet exerted any material influ- 
ence on the pricé of paints, though job- 
bers are expecting it. 

Based quotations on lead, in 12%, 25 and 
50 and 100-lb. kegs, follow (figures in 


cents) 


12% lb. 25-50 Ib 


White, oil. >% 


5 100 Ib 
‘ 15 15% 
White, dry. 16 le 
iF 


Red, oil 16% 
Red, dry F 16 

Oils, Ete.—Linseed oil has dropped 
9c. a gallon in a week, which is consis- 
tent with its steady decline of the past 
few weeks. Spirits of turpentine has 
also dropped 9c. a gallon and it looks 
as though it would soon reach the $1 
level—at least if the present declining 
pace is held. 


Py a 
6% 
% 


% 


Linseed oil is quoted: $1.11 per gallon in 
barrel lots; $1.21 per gallon in 10-gal. lots 
$1.26 per gallon in 5-barrel lots; $1.31 
gallon in single gallons Spirits of 
pentine, $1.19 per gallon in barrel 
$1.29 per gallon in 10-gal. lots; $1.34 per 
gallon in 5-gal. lots; $1.39 per gallon in 
single gallon lots 

Shellac.—Pure shellac has undergone 
a decline of about 12% per cent. The 
lack of demand and the more abundant 
importations are responsible for the 


change. 
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The Business Quiz—No. 2 


Questions 


Question No. 1—What do the commercial agencies attribute over 90% 


of business failures to? 


Question No. 2—What causes beyond control of the merchant are re- 


sponsible for business failure? 


Question No. 3—If a bill is discounted “2% 10 days,” what is the cash 


value of said discount per annum? 


Question No. 4—What is the status of a check which a bank has re- 


fused to honor? 


Question No. 5—If goods in transit are destroyed by fire, who suffers 
the loss, the shipper or the purchaser? 
Question No. 6—What is the meaning of the following shipping terms: 


F.0.B., F.A.S., C.&F., 


C.LF., L.C.L.? 


Answers 


Answer No. 1—The commercial agencies attribute over 90% of busi- 
ness failures to an imperfect system of computing, (a) Profit and Per- 
centages, (b) True Costs, (c) Fixed Expenses, (d) Discounts, (e) “Mark 
Up,” (f) “Turn Over,” (g) Computing Interest, (h) Inventory. 

Answer No. 2—Causes beyond control which cause business failures 
are (a) Changes in Demand, (b) Competition, (c) Business Depression, 


(d) Death of a Principal. 


Answer No. 3—It has been figured the 


cash value of discounting a 


bill “2% 10 days” is at the rate of 36% per annum. 
Answer No. 4—A check upon which payment is refused by the bank 
becomes a promissory note payable on demand by the payee. 


Answer No. 


5—If goods in transit are destroyed by fire, the seller 


must fight the claim with the insurance company or railroad, for so 
soon as goods are delivered to the carrier title passes from the seller to 


the buyer. 


Answer No. 6—F.O.B. signifies “Free on Board,” F.A.S., 
“Costs and Freight,” C.I.F., Cost, Freight and Insurance,” 


Side,” C.&F., 
L.C.L., “Less Carload Lots.” 


Enlarge Toy Department 

In the Oct, 1920, issue of Dep’s Pep, 
the snappy monthly paper of the J. G. 
De Prez Co., Shelbyville, Ind., it is 
noted with interest that the company 
will shortly move into its new four- 
story huilding now nearing completion. 
The new office is already occupied. 

On the second floor of the new loca- 
tion will be found a complete toy de- 
partment for ‘the kiddies to see and try 
out the various modern juvenile vehicles 
and other playthings so dear to chil- 
dren’s hearts. In the basement auto 
tires and accessories’will be handled. 

In the same number it is announced 
that October, 1920, marks the fortieth 
successful year of existence of this 
great merchandising organization, the 
greatest store in Shelbyville. 


James F. Failing Dead 

James F. Failing, president of 
the Failing-McCalman Co., Port- 
land, Ore., died recently. Mr. Fail- 
ing entered the business in 1860, 
became a member of the firm of 
Corbett, Failing & Co. in 1871, and 
president of Corbett, Failing & 
Robertson in 1893. When the Fail- 
ing-McCalman Co. took over the old 
business in 1906, he remained as 
president, and at the time of his 
death was completing the sixtieth 
year of his active connection with 
the hardware business. The busi- 
ness will be continued by Adrian 


“Free Along 
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McCalman and Mr. Failing’s three 
sons. 


Price at Time of Order 


On and after Oct. 1, 1920, reads an 
announcement of Sargent & Co., New 
Haven, Conn., goods will be billed at 
the prices ruling at the time the order 
is accepted and not at time of ship- 


ment, as has been the practice since 
Dec. 20, 1919. In case of any price 
reduction befere shipment is made the 
customer will get the benefit of the de- 
crease. 

Unfilled orders will be invoiced at 
prices effective Oct. 1, 1920, and will 
also receive the benefit of any later 
reduction before shipment. 


TRADE NOTES 


Charles L. Hibbard, buyer of elec- 
trical supplies for the Hibbard, Spen- 
cer, Bartlett & Co., Chicago, has re- 
signed his position to go into the manu- 
facturing business. He will be suc- 
ceeded in the Chicago house by Herbert 
Lawrence, who in turn will give place 
to William E. Casselberry. 


Roger A. Poor has resigned his con- 
nection with the Berkeley Press, Bos- 
ton, to become advertising manager of 
the Hygrade Lamp Co., Salem, Mass. 
While at the Berkeley Press Mr. Poor 
handled the account of the lamp com- 
pany, and so is well able to carry on 
and direct its publicity. 


Novemher 4, 1920 


The Empire Knife Co., Winchester, 
Conn., has increased its capital from 
$80,000 to $175,000. 


The R. Wallace & Sons Mfg. Co., 
Wallingford, Conn., has increased its 
capital from $1,600,000 to $2,400,000. 
The company makes brushes, knives, 
etc. 


The W. M. Bailey Co., Boston, has 
been awarded the contract for the erec- 
tion of a five-story, 60 x 120-ft. manu- 
facturing building for the Greenfield 
Tap & Die Corp., Greenfield, Mass. 


Work has been started on a storage 
building at the plant of Sargent & Co., 
New Haven, Conn., hardware special- 
ties. It will be one story, 55 x 56 ft. 


The West Haven Mfg. Co., New 
Haven, Conn., hack saws, tools, etc., is 
to build a two-story addition to its 
plant, which will be fitted up with locker 
and toilet rooms. 

Robert E. Adams has become head of 
the purchasing department of the Coe- 
Stapley Manufacturing. Corp., West 
Haven, Conn. In the past he has held 
similar positions with firms engaged in 
the manufacture of products of a like 
nature, so that he comes to the new 
connection well prepared. 


The management of the entire acces- 
sories department of the Harley-David- 
son Motor Co., Milwaukee, Wis., will be 
under the supervision of Hugh Sharp 
in the future. 


Winning with Accessories 


(Continued from page 72) 
ries about damaged toys and cheap 
mechanical toys that will not work 
satisfactorily. 

If there is any other special infor- 
mation that we can give you we 
would be more than glad to do so and 
await your valued command. We 
are sorry to say that we have no 
photographs of our window displays 
to accompany this letter. 

Yours sincerely, 
J. S. BASNIGHT HARDWARE Co., 
By Stein H. Basnight, Mer. 








Displaying Galvanized Ware 
(Continued from page 73) 
the effect of a galvanized background. 

The bamboo screen on the rear wall 
of the window gives a pleasing effect 
and also enables the window trim- 
mers to show an entirely different 
line of goods without in the least 
conflicting with the harmony of the 
display of galvanized ware. 

The main point that should be 
considered in connection with this 
particular display, however, is that 
it is a practical illustration of how 
effectively a window can be trimmed, 
using simplicity as the basis. It also 
demonstrates that the present ten- 
dency in window displays is away 
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from the elaborate and pretentious 
arrangement, and toward the simpler 
and less costly method. It comes 
from a large store, in an enterpris- 
ing town, that has often led the way 
in the past in the development and 
application of successful merchandis- 
ing ideas. 


About Carving Sets 


(Continued from page 77) 
—and the man who receives a 
carving set for a gift is generally 
keen about the new knife, pro- 
vided it is an efficient cutter as 
well as a “looker.” The quality 
of the carving set depends upon 
the knife; the quality of the 
knife depends upon its edge; and 
the quality of the edge depends 
upon the hardness of the steel. 

We have all sorts of cutting 
things, especially knives, and we 
have them for everybody from 
the cow boy to the school boy, 
and for girls and women as well. 


Such an ad is bound to attract at- 
tention, especially if after reading it 
the reader chanced to pass the choice 
cutlery display arranged by the firm. 
A table in the background held a sil- 
ver coffee service—a whole article 
could be written on the featuring of 
silver by a hardware firm—and just 
in front of it was a papier maché 
turkey. On low stands were placed 
a number of carving sets, each in a 
separate box, while down in front, 
close to the glass were sets of silver 
knives, forks and spoons. A car 
in the midst suggested: “Good cut- 
lery for carving and eating the holi- 
day turkey.” 

In order to hammer home the cut- 
lery idea they sent to a long list of 
housewives a little card reminder: 


Dear Madam: 

You were undoubtedly short 
of something in the cutlery line 
when preparing for the holiday 
feasts last year. Take time by . 
the forelock this time by stock- 
ing up well in advance. It is 
a pleasure to show our complete 
lines, and we trust you will drop 
in and look them over the next 
time you are down this way. 


Your New Salesman 


(Continued from page 80) 
Community ware because it is the 
most beautiful of all silverwares. 

You will gratify a taste for lux- 
ury and at the same time satisfy a 
desire for utility by choosing Com- 
munity silverware. It is triple- 
plated where it gets the most wear 
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and will remain beautiful for many, 
many years. In fact it is guaran- 
teed for fifty years, much longer 
than any other make. 

Nothing adds more to beautiful 
linen than beautiful silverware. You 
might as well have the best. At least 
permit us the pleasure of showing 
you the next time you are down 
shopping. May we? 

Very truly yours, 
BORNEMAN & Sons, 
Per W. J. Boland. 


Lubricating Oil 


Dear Sir: 

A motorist—you may know him— 
told us to-day that he had saved at 
least $100.00 this season by using the 
right kind of lubrication. That’s 
quite a saving. You might effect a 
similar economy by following his tip. 

Lubrication is a mighty important 
thing. And there are good oils and 
not so good. 

We know that Effecto will insure 
better motor performance and small- 
er repair bills. May we prove it? 

Our money back guarantee takes 
out all the risk. 

Yours very truly, 
ALBANY HARDWARE CoO.., 
W. I. Baker. 





Supplies Division Re-Union 


(Continued from page 84) 

“We returned the following morning 
and after working all day there were 
selected from the mass about forty 
items of this character. Within three 
Jays the executives of the plants in each 
industry were called to meet in New 
York and I think upon one day there 
were some eighteen meetings in ses- 
sion simultaneously. Now I am going 
to give you a practical illustration of 
my ability to ‘pass the buck.’ The real 
credit of performance is due entirely 
to the patriotic responsiveness of the 
manufacturers who performed the pro- 
ductive function. We were merely 
messengers in conveying to them the 
need for service: They did the rest.” 

A. S. Rogers, who had started the 
movement for forming an Alumni 
Association and who took an active 
part in the publication of the history 
of the Division, was then called on 
and told how he was inspired to urge 
these two movements by the mem- 
bers. He spoke of a prophecy made 
by a man familiar with the history 
of the War Department that, all of 
the benefits which had been derived 
by our Government from the com- 
bined work of the hundreds of high- 
power business executives of proven 
records, would be forever lost, and 
that all of the records and systems 
making for efficiency which had been 
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carefully planned and put into opera- 
tion would within two years after the 
armistice be scrapped. Mr. Rogers 
stated this prophecy has already been 
fulfilled. Mr. Rogers also pointed 
out to the members that aside from 
the social side of the Alumni in per- 
petuating the acquaintances of its 
members there were also two im- 
portant functions which the associa- 
tion should consider as obligations, 
namely: “To assist in maintaining 
a closer contact between manufactur- 
ers of proven practical experience 
and the Purchasing Departments of 
the Government; and secondly, to 
keep track of all former members of 
the Division so its personnel may be 
quickly reassembled should their 
services ever again be required by 
the Government.” 

Major Joseph Odlin offered a mo- ° 
tion that a vote of thanks be ex- 
tended to the editorial staff and busi- 
ness managers for their excellent 
work in publishing the history of the 
Division, entitled “As You Were,” 
and this motion was unanimously 
carried. 

In addition to the former members 
of the Division who were present, 
many well-known manufacturers who 
had turned out immense quantities 
of supplies for the Army, also at- 
tended the banquet. Some of the 
manufacturers and guests present 
were: S. Horace Disston, W. A. 
Chenoweth, George E. Chatillon, E. 
C. Atkins, N. A. Gladding, S. L. 
Webster, Robert N. Peck, E. A. 
Cherry, George T. Price, Mr. and 
Mrs. T. B. Coles, Miss Coles, Mrs. 
C. W. Asbury, H. K. Wood, C. C. 
Proctor, .W. H. Baldwin, Mr. and 
Mrs. C. L. Gairoard, Mr. and Mrs. 
Bond, Mr. and Mrs. C. M. Power, 
Warren D. Batting, Harry C. Glover, 
A. E. Alverson, G. J. Duffett, J. B. L. 
Holme. ‘ 


An Echo of Convention 


(Continued from page 82) 

get together, not only for the salva- 
tion of our business, but for the glory 
of the flag and those things that we 
hold dear as defenders of our basic 
law. The radical forces of the na- 
tion are welded together compactly, 
and there is only one force that will 
save the day, and that is a clean, 
wholesome understanding among men 
who will co-operate intelligently, put 
forth every effort to take the public 
into their confidence through a thor- 
ough understanding, one with the 
other, in each line of established busi- 
ness. 

We are living in a great hour, a 
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turning point in history, and more 
depends on the conservative, plain, 
common thought of our people than 
ever before. 

Our associations have done a great 
deal in the past. We have abandoned 
misunderstanding and old Mr. Ruth- 
less Competition has been converted 
into co-operation. Our retail asso- 
ciation methods have made us better 
business-men and, therefore, better 
customers for jobbers and manufac- 
turers. We sell more goods. 

I remember when smart practice 
was the rule. Retailers were like 
wolves, if one went down, the pack 
turned on him to devour him in a 
business way. Not long ago I had 
a fire in my store. The first calls 
[ had, even before the insurance ap- 
praisers were on the ground, were 
from other retailers, who expressed 
sympathy and offered their stocks to 
help us preserve our trade. This il- 
lustration of modern co-operation 
forcibly impressed me, and even in 
the excitement and confusion of the 
moment, I could not help but exclaim, 
“What a change!” 
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IN ST. LOUIS 


The Automobile Accessories 
of the 
Hardware’ Association is 


3ranch National 
planning for a great time in 
St. Louis 30 to 
More 


November 
December 3, this year. 
interest has been aroused 
this year than ever before 
and the attendance is bound 
to be large. It will be to the 
interest of every buyer in 
the country to attend this 
event and to take full advan- 
tage of the many opportuni- 
ties that will be found there. 
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Previous to association days other 
men in the business would have hur- 
ried out to see what they could do 
to get the business we had taken 
years to obtain and hold. 

We can and must, as the founda- 
tions of our Government are being at- 
tacked, stand shoulder to shoulder 
as a unit, to preserve our institu- 
tions and to enter the new era with 
dignity and strength. This can be 
done only by team work on the part 
of the three groups of our single 
industry. 


Pittsburgh Meeting 

(Continued from page 89) 
spoke briefly. Mr. Jones made a strong 
plea for representation and attendance 
at the annual convention of the Penn- 
sylvania and Atlantic Seaboard Hard- 
ware Association which is to be held 
in the Commercial Museum, Philadel- 
phia, the second week in February, 
1921. George H. Klauss, of Scar- 
borough & Klauss, Pittsburgh, had 
charge of the meeting after the usual 
business had been transacted. 


Take Care of the Wintertime Sportsmen 
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Simply because winter is here and 
some of those people who were 
wont to take their exercise outdoors 
have to discontinue it, don’t be so 
foolish as to neglect your sporting 
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department. Remember that there 
are many indoor sporting events 
after the football and hunting sea- 
son are over. Basketball is start- 
ing already and will last until base- 
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ball time, and boxing is always in 
order, but is most popular in win- 
ter. Skates, both roller and ice and 
hockey is about to be much played. 
So watch your sporting goods. 
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If You Sell McKinney Hinges | 


If you sell McKinney Hinges, the display 
card, shown above, should be on your counter 
or in your window; and the six general hard- 
ware advertisements should appear at regular 
intervals in your local newspapers. 


Iwar We buy the best. You'll 


all other har e 
find the McKinney line on our shelves 


























This two-color display card (12x15 inches) 
marks your store as the place to buy McKin- 
ney Hinges and all other standard hardware 
products. 


. — 
When You Buy Hardware 


OOD hardware can only be measured by the serv 
ice it performs. Regardless of good looks, we 
ding to past performance. 






The six hardware advertisements are just as 
general in their character. They herald your det rein 
establishment as Hardware Headquarters. ' Ce 
Ample space is provided in each for display 
of your name and address. 


(Deniers Mame Mere) 











Electros of these advertisements—all ready . 
for insertion—and as many display cards as 
you can profitably use will be forwarded to MIC KINNE y 
any McKinney dealer upon request. Thou- . 
sands of people in your community are read- Hinges and Butts 
ing the McKinney magazine advertisements. 


Let them know you sell McKinney Hinges 
and Butts. 


McKINNEY MANUFACTURING COMPANY, Pittsburgh 
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Products Being 


Washes and Dries Dishes 


Every housewife takes pride in dis- 
playing her table ware and likes to 
have it at all times spic and span, but 
it is doubtful if she is very keen on the 
hand labor method of washing and dry- 
ing dishes for three times a day. The 





Whirlpool Hand Power Dishwasher 


whirlpool electric dishwasher made by 
the Whirlpool Manufacturing Co., 1629 
Chestnut St., Philadelphia, Pa., is said 
to take away the unpleasant phase of 
dishwashing. 

Six and one-half quarts of hot water 
and some good soap powder must be 
put in the washer. The articles to be 
washed are placed on the circular racks 
inside the cylinder and the power 
turned on. It is said to take but a few 
minutes to thoroughly cleanse the con- 
tents, then a kettle of boiling water is 
poured over the dishes to rinse them 
off. If left on the racks after the rins- 
ing they will dry shortly. Glassware 
and silver will, of course, require a 
final polishing. The liquid in each 
process is emptied through the drain 
in the bottom of the cylinder. 

The hand washer that is illustrated 
herewith, works on the same principles 
as the power model described, except 
that the handle or lever must be worked 
back and forth. This, however, is said 
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to be a very slight task and not in the 
least trying. It will be noticed that the 
washer may be moved to the sink and 
the water put in the cylinder through 
a length of hose. A direct to the sewer 
drain might easily be built in the floor 
under the sink by any local plumber. 
The waste water might then be fun- 
neled off with ease. 

Exceptionally hot water and strong 
soap powder may be used, with these 
machines, insuring sterilization. This 
would not be possible with an open dish 
pan and mop, as no one could put his 
hand in the boiling solution. 

Requests from dealers for descriptive 
circulars will be attended to promptly. 
Address the company. 


For Use at Water Resorts 


A specially designed toboggan for 
water slides is manufactured by the 
Northland Ski Manufacturing Co., St. 
Paul, Minn. It is built so that it rides 
well on the surface of the water after 
leaving the slide. It is made from a 
selected hardwood, heavy stock, said to 
be well braced to stand hard usage. 
The finish is in natural color. The 
illustration shows very well the con- 
struction of the toboggan which meas- 
ures 6 feet in length. 

The slide used is the type found at 
water resorts. The Northland water 
toboggan will accommodate two passen- 

















Northland Water Toboggan 


gers who are promised by the manu- 
facturer a very thrilling water sport. 
The toboggan will travel an estimated 
50 feet after leaving the slide. 

The manufacturer will gladly send 
an illustrated booklet, describing the 
water toboggan and other products, to 
any interested hardware dealer who 
makes such a written request. 
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Placed on the Market by Hardware Manufacturers 


Washing Machine Drainer 


The new Penberthy washing machine 
drainer, is the latest product of the 
Penberthy Injector Co., Detroit, Mich., 
and is considered to be a real boon to 
the housewife. 

The illustration clearly shows the 
general construction and appearance of 

















Penberthy Drainer 


the drainer, which fits any standard 
threaded faucet. For the smooth kitch- 
en faucet the Penberthy adapter is 
used in conjunction with the device. 
A length of hose is connected to the 
cock indicated as “B” in the picture, 
the other end of this tubing goes into 
the water to be drained off. To operate 
the drain cock at the bottom labeled 
“C” is removed by unscrewing and the 
water faucet turned on, creating a suc- 
tion that very quickly empties the tub 
without effort or bother. To refill 
the tub with clean water, the plug is 
replaced and the water supply tyrned 
on in the regular way. 

This drainer is particularly useful 
used with a washing machine or por- 
table tub, for it will be readily appre- 
ciated that the labor of drawing the 
tub to the sink is eliminated. 

Illustrated descriptive circulars will 
be sent to all interested hardware deal- 
ers who will send requests for them to 
the manufacturer. 
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Skin 
Deep? 


Is physical beauty a 








veneer, an evanescent 
thing incident to the 
surface; or is it an 
enduring effect pro- 





duced by mental, le 
moral and physical fitness in every fibre of the human 
body—through generations, maybe? 
Is an architecturally handsome doorway the result 
of skillfully applied paint, or is it an effect produced 
by fundamentally fit door hardware—developed 
_ through decades of 
experience and con- 


scientious research ? 
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Keeps Batteries in Condition 


Another worry has been taken out of 
the life of the modern motorist, as the 
Huntco automatic water filler, made by 
the John Hunter Corp., Fulton, N. Y., 
will, it is said, keep the cells filled to 
the proper level without any attention. 








Huntco Automatic Water Filler 


The illustration shows the general 
construction of this new device. The 
container, which is filled with distilled 
water, is made of aluminum and has a 
water gage at the side which tells the 
current quantity of water at a glance. 
A metal protected tube runs to the bat- 
tery and supplies the cells by means 
of patented automatic valves which take 
the place of the stock vent caps on the 
top of the storage battery. The alumi- 
num container is placed on the front 
engine side of the dashboard, usually 
alongside of the vacuum tank. When 
rigged up and filled with distilled water, 
the cock located at the bottom of the 
container may be turned on, and from 
that time on until the supply has run 
out, it is said, the filling of the cells 
will continue accurately and without 
any attention. 

With the average modern car it is 
necessary to remove the front seat or 
the front floor boards to get at the bat- 
tery when distilled water is needed, 
and to determine the need of water in- 
-speetion must be made at every exit 
from the garage, if not oftener. With 
the Huntco installed it is said that one 
‘has only to take a glance at the con- 
‘tents gage on the side of the aluminum 
container to see that it has water, and 


the rest of the operation will take care 
of itself. 
Protects Drivers’ Vision 

The Auto Mayer visor, a protection 
from sun, rain, snow and glaring head- 
lights, is made by the Essenkay Prod- 
ucts Co., Essenkay Building, Chicago. 
It is made in one size only and is ad- 
justable to fit any car by attaching to 
the under side or on the front of the 
bow of the top. Four small screws hold 
it in place. 

Two small thumb screws make it 
quickly adjustable to any angle so that 
one may drive without inconvenience 
against sun, headlight glare or rain. 
The visor may be folded out of the 
way when the top is down. It may be 
entirely removed with comparative ease. 

The visor consists of a rigid steel 
frame, reinforced and braced in the 
center, so that, the makers claim, it will 
not sag, buckle, rattle or vibrate. The 
frame is covered with double thickness 
awning duck in striped effects, of blue 
and white, green and white, or solid 
black, canvas or imitation leather. 














Auto Mayer Visor 


Supplemental Jack Base 


Particularly handy on soft ground, 
and never in the way, is the supple- 
mental base for auto jacks as made by 
the Lane Brothers Co., Poughkeepsie, 
my ee 

The illustration shows very clearly 
the method of using the supplemental 
base. When not in use the base may 
easily be put under the seat or in the 
bottom of the tool box, or at the side. 
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The base is made in one size to fit all 
models of Lane Brothers jack except 
two. 

It will readily be realized that the 
base offers a sure lift in most any spot 
however soft or uneven the natural sur- 
face may be. 




















Lane Jack Base 


Numethod Piston Ring 


The Numethod piston ring made by 
the Eco Manufacturing Company, 53 
State Street, Boston, Mass., is said to 
have both the proper tension and the 
perfect fit needed to assure a maximum 
of power with a minimum of fuel. It 
is said to be a scientific application of 
established facts, carried through from 
the rough casting to the finished prod- 
uct by the use of special machinery and 
the employment of skilled mechanicians 
and inspectors. 

The chief contention of the designing 
engineers of the Numethod ring is that 
it is designed true to form, of the high- 
est available cast iron, and that each 
ring is cast individually. The com- 
pany also claims a piston ring that is 
accurate, giving equal pressure at every 
point on the cylinder wall. It is fur- 
ther said that this new ring, though 
concentric in design, embodies all the 
advantages of the eccentric type, over- 
coming an alleged objection to the con- 
centric type ring. 

Booklets telling of the sizes and over- 
sizes available and of the rigid inspec- 
tion given each ring are available for 
interested dealers who will send re- 
quests to the company. 
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SPECIALIZATION 
has always been one of the 
features of the HERCULES 
line. Special models for every 
type of service are offered, 
and in the Ford above illus- 
trated we have achieved extra 
merit, plus reasonable price 












SPECIAL 
FOR FORDS 


The heaviest seller in your spark plug line 
is the Ford Special. 


Into the model here illustrated we have 
incorporated features employed in only 
the most expensive and best grades of 
spark plug, such as solid alloy electrodes, 
oversize stone-porcelain insulator, loose- 
assembled center stem, oversize gasket 
packing and extension shell to eliminate 
use of a socket wrench. 


Ample margins are offered to the dealer, 
and if you are not familiar with the special 
selling advantages write us or your jobber 
for full details. 


Hercules 
Spark Plugs 


The HERCULES is one of the older lines of spark 
plugs. It has been on the market a sufficient time 
to become established as one of recognized depend- 
ability in the eyes of the motorist and of the trade 
in general. 


If you are not taking advantage of the selling co- 
operation offered by the manufacturer and the 
jobber, then you are overlooking an opportunity to 
realize a splendid margin of profit from a nominal 
investment. 


Your Jobber Has Them 


ECLIPSE MANUFACTURING CO. 


INDIANAPOLIS, U. S. A. 
































Notes of the Retail Hardware Trade 


HAMMOND, N. Y.—W. T. Stiles, who 
has been in the hardware business for 
the past 55 years, has retired and dis- 
posed of his stock to his son, L. J. Stiles, 
who will continue the business in addi- 
tion to a tinning and plumbing shop. 
He requests catalogs on the following: 
Automobile accessories, automobile tires, 
barn equipment, bathroom fixtures, belt- 
ing and packing, bicycles, builders’ 
hardware, building paper, cutlery, dairy 
supplies, electrical household special- 
ties, flashlights, fishing tackle, furnaces, 
garage hardware, gasoline, gasoline en- 
gines, guns and ammunition, heating 
stoves, heavy hardware, insecticides, 
kitchen cabinets, mechanics’ tools, 
paints, oils, varnishes and glass, plumb- 
ing department, prepared roofing, 
pumps, shelf hardware, silverware, 
sporting goods, stoves and ranges, tin 
shop and washing machines. 

WEEDSPORT, N. Y.—The King Hard- 
ware Co., composed of L. W. King and 
E. V. Blakeman, has purchased the 
business of A. B. Harmon and added a 
line of barn equipment, pumps, paints, 
oil, etc. Catalogs requested on barn 
equipment, bathroom fixtures, belting 
and packing, builders’ hardware, build- 
ing paper, churns, cream separators, 
cutlery, dairy supplies, dynamite, farm 
implements, flashlights, fishing tackle, 
furnaces, gasoline engines, heating 
stoves, heavy hardware, insecticides, 
kitchen housefurnishings, linoleum and 
oilcloth, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
prepared roofing, pumps, shelf hard- 
ware, silverware, stoves and ranges, tin 
shop, washing machines aud wheel toys. 

ALBEMARLE, N. C.—The Albemarle 
Novelty Store has enlarged its building 
and made a considerable increase in the 
lines now carried. The concern requests 
catalogs on the following: Crockery and 
glassware, cutlery, electrical household 
specialties, flashlights, fishing tackle, 
kitchen housefurnishings, phonographs, 
sporting goods, toys, games and wheel 
toys. 

FRESNO, CAL.— The Barrett-Hicks 
Co., 1023-1031 Broadway, doing both a 
wholesale and retail business, and which 
suffered a fire loss, has now opened a 
new store adjoining its former loca- 
tion, where a complete stock of hard- 
ware will be carried. 

HAYWARD, CAL.—J. J. Thorup is dis- 
continuing business. 

MERCED, CAL.—The Merced Hard- 
ware & Implement Co., 514-520 Main 
Street, is enlarging its store by an ad- 
dition 150 x 25 ft. to house an imple- 
ment stock. 

PALATKA, FLA.—The Tilghman Hard- 
ware Co., 111-113 Lemon Street, has 
been incorporated to deal in automobile 
accessories, buggy whips, builders’ 
hardware, building paper, churns, cut- 
lery, dairy supplies, dog collars, electri- 
cal household specialties, fishing tackle, 
gasoline engines, hammocks and tents, 
harness, heating stoves, heavy farm 
implements, heavy hardware, home bar- 
bers’ supplies, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, prepared roofing, pumps, 
ranges and cook stoves, refrigerators, 
shelf hardware, silverware, sporting 
goods and washing machines. 

CLARKSVILLE, GA.—The People’s Store 


has been incorporated to conduct both 
a wholesale and retail business. The in- 
corporators are F, E. Gabrels, B. Mc- 
Ever, D. A. Fry and others. 

WEISER, IDAHO.—The Weiser Furni- 
ture & Hardware Co. will discontinue 
its furniture business, but continue to 
carry a hardware stock. 

LAWRENCEBURG, IND.—Jackson & Ed- 
wards, dealing in hardware and imple- 
ments, have dissolved partnership. 

RIDGEWAY, IowA.—H. G. Gunhus, suc- 
cessor to Roy L. Dun, requests catalogs 
on belting and packing, builders’ hard- 
ware, churns, cream separators, crock- 
ery and glassware, cutlery, dairy sup- 
plies, flashlights, fishing tackle, gaso- 
line, gasoline engines, guns and am- 
munition, heating stoves, paints, oils, 
varnishes and glass, pumps, shelf hard- 
ware, silverware, stoves and ranges, 
tin shop and washing machines. 

DISPATCH, KAN.—J. H. Voss has sold 
his half interest in the hardware and 
implement business of Voss Bros. to B. 
D. J. Verbage, who will take charge. 

NICKERSON, KAN.—Weber & Asch- 
man have disposed of their implement 
stock. They will still continue to handle 
a general line of hardware and harness, 

NORTON, KAN.—The Casey Imple- 
ment & Hardware Co. is purchaser of 
the hardware and implement business 
of M. B. Lease. A line of motor trucks 
has been added. 

SPENCER, MAss.—P. A. Richard is re- 
modeling his store on Main Street. 

FOwLER, MicH.—Whittaker Bros. are 
increasing their floor space and enlarg- 
ing their stock. 

MADISON, MINN.—The partnership of 
Albrecht & Simmensen has been dis- 
solved. Frank H. Albrecht will con- 
tinue the business under his own name, 
and requests catalogs on automobile ac- 
cessories, automobile tires, bathroom 
fixtures, belting and packing, cream 
separators, electrical household special- 
ties and electrical supplies and equip- 
ment. 

Mexico, Mo.—J. O. Hall has bought 
the Mexico Hardware & Furniture 
Company stock from R. L. Gooch and 
J. W. Perkins. 

OPpHIEM, Mont.—The Ophiem Hard- 
ware & Implement Co. is the new owner 
of the Marsh implement stock. 

ParK City, Mont.—L. S. Frantz has 
succeeded to the business of Burley & 
Frantz. He requests catalogs on a line 
of sporting goods and tents. 

GiLsy, N. D.—J. P. Reiton, who re- 
cently suffered a fire loss, is now oc- 
cupying temporary quarters. He plans 
on erecting a new store building in the 
spring. 

CENTERVILLE, S. D.—Johnson Bros., 
who have taken over the business of C. 
J. Johnson, request catalogs on hard- 
ware and harness. 

Ramona, S. D.—A. D. Sponholz has 
commenced business here. He plans on 
handling a stock of belting and pack- 
ing, builders’ hardware, cream separa- 
tors, cutlery, flashlights, fishing tackle, 
guns and ammunition, heating stoves, 
heavy hardware, lubricating oils, 
paints, oils, varnishes and glass, poul- 
try supplies, pumps, shelf hardware, 
silverware, sporting goods, stoves and 
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ranges, tin shop, and washing machines. 

YANKTON, S. D.—Frohreich & Han- 
son, successor to F. Nyberg, now carry 
a stock of belting and packing, cream 
separators, electrical household special- 
ties, farm implements, gasoline engines, 
lubricating oils, sewing machines and 
washing machines. 

CRANDALL, TEX.—Cave & Cave have 
commenced business here. Their stock 
will comprise builders’ hardware, crock- 
ery and glassware, cutlery, farm imple- 
ments, fishing tackle, guns and ammu- 
nition, heating stoves, heavy hardware. 
prepared roofing, shelf hardware and 
stoves and ranges. Catalogs requested 
on a line of cutlery and sporting goods. 

CuERO, TEx.—The Nagel Hardware 
Company, wholesaler and retailer, has 
increased its capital stock from $30,000 
to $60,000. 

GATESVILLE, TEX.—The stock of H. P. 
Sadler & Co. has been damaged by fire. 

GEORGETOWN, TEx.—Lunblad_ Bros. 
have bought the stock of George Mc- 
Daniel. The new owners will increase 
their stock from time to time, and re- 
quest catalogs on a line of shelf hard- 
ware. 

ORANGE, TEX.—The White Imple- 
ment Co. has increased its stock. The 
firm’s business is both wholesale and 
retail. 

SALEM, W. Va.—Oris O. Stutler has 
bought the stock of the Salem Hard- 
ware Co. He will continue the business 
without any change in the firm name. 
Catalogs requested on a line of shelf 
hardware, paints and sporting goods. 

CEDARBURG, W1s.—Groth Bros. Hard- 
ware Co., successor to Henry G. Groth, 
requests catalogs on the following: 
Automobile accessories, bicycles, buggy 
whips, builders’ hardware, building 
paper, children’s vehicles, churns, cut- 
lery, dog collars, electrical household 
specialties, fishing tackle, furnaces, gal- 
vanized and tin sheets, heating stoves, 
heavy hardware, lubricating oils, me- 
chanics’ tools, oilcloth, paints, oils, var- 
nishes and glass, poultry supplies, pre- 
pared roofing, pumps, ranges and cook 
stoves, refrigerators, shelf hardware, 
silverware, sporting goods, tin shop, 
and washing machines. 

CRANDON, Wis.—M. S. Barker & Co. 
have disposed of their hardware busi- 
ness to the Triple Hardware Co. 

LA Crosse, Wis.—The C. Tausche 
Hardware Co. has recently suffered a 
fire loss. 

MuxKwonaco, Wi1s.—Desmond & Horn 
have succeeded to the business of 
Kingston & Desmond. The new concern 
will handle a line of barn equipment, 
hathroom fixtures, belting and packing, 
builders’ hardware, building paper, 
churns, cream separators, dairy sup- 
plies, flashlights, fishing tackle, fur- 
naces, garage hardware, gasoline, heat- 
ing stoves, heavy hardware, incubators, 
lubricating oils, paints, oils, varnishes 
and glass, plumbing department, pre- 
pared roofing, pumps, refrigerators, 
shelf hardware, sporting goods, stoves 
and ranges, and tin shop. 

New GLARuS, Wis.—Robert Marty 
has sold his interest in the firm of Tol- 
lefson & Marty to Wilbert J. Hefty, 
and the name has been changed to Tol- 
lefson & Hefty. 














